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(Record Attendance 
At Minn. Annual 


|Exudes Enthusiasm 


| Many Solutions Offered 
| To Cope With Problem 
| Of Direct Writers 

By R. R. CUSCADEN 


ST. PAUL—After a Sunday which 
impartial observers hinted might set a 


new record for 
continuous rain- 
fall, Monday’s 


opening session of 
the Minnesota 
Assn. of Insurance 
Agents was greet- 
ed with bright 
sunlight, a record 
attendance of 
nearly 500, and 
contagious enthu- 
siasm. Robert G. 
Leadingham, Du- 
luth, was elected 
president, and Carl Johnson, Minneap- 
| olis, executive committee chairman. 





R. G. Leadingham 


| The “Wind-Resistant State” 


Welcoming those present to his 
“wind-resistant state,” C. W. Berkner, 
Sleepy Eye, introduced the moderator 
of the rural agents meeting, Kenneth 
S. Ogilvie, secretary-treasurer Farm 
Underwriters Assn. Mr. Ogilvie, whose 
organization sponsored the meeting, 
j said that although he had hoped to be 
able to announce that the “deferred 
loss payment plan” was now available 
in Minnesota, it had not yet been 
| approved. He said he was hopeful 
that the filings would go through in 
the not too-distant future. 

B. R. Walinder, vice-president 
America Fore Loyalty group, then led 
loff with the day’s first sizable talk. 
Entitled “What the Farm Department 
| Expects of the Agent,” it set forth an 
’ (CONTINUED ON PAGE 30) 








Too Much Economy 
Can Be Costly, 
Expert Warns 


A warning that expense reduction 
programs which have cost-cutting as 
their sole purpose can harm rather 
than help a business organization was 
given to more than 100 mutual com- 
pany executives as the annual Ameri- 
can Mutual Insurance Alliance office 
management and personnel conference 
ended at New York last week. 

“I do not know of any company 
that ever grew or improved signifi- 
cantly simply by keeping a rigid con- 
trol on expenses,” New York insurance 
company consultant E. F. O’Toole said. 
“On the contrary I could cite several 
companies whose progress and profits 
were hurt by cutting expenses too 
deeply, in the wrong places, and at 
the wrong time. Such programs must 
give consideration to other important 
aspects of company operation.” 

H. E. Clarkson, Northwestern Uni- 
versity lecturer on communications, 
said that nearly 50% of the $1.25 cost 
of putting a business letter into the 
mails today is dictation cost; he rec- 
ommended stenographic pools and 
definite dictating periods. 

J. L. Hayes, head of the business 
administration department of St. Bon- 
aventure (N. Y.) University, held in 
discussing the practical approach to 
supervisory and management develop- 
ment that the subject is not complex 
and that management should be re- 
alistic in recognizing its simplicity. 

Dr. Lydia Giberson, Metropolitan 
Life personal advisor said in analyz- 
ing human relations as a new force in 
business and industry, that the trend 
is upward toward better programs. 
New interest has been created by la- 
bor demands and unrest, rising costs 
of raw materials and equipment, and 
current market trends which have 
narrowed the margin of profits. 

Robert Peterson, New York man- 
agement consultant, outlined the 
growing problems of employment 
faced by the older worker. 


















































































































Jayme S. Chermont,.Brazil’s consul general in New York; Edwin A. Manton, 
president of American International Underwriters, and Dr. Francisco Medag- 
» head of the Brazilian Trade Bureau in New York, shown left to right, 


aspect the display in the AIU building window, marking the 136th anniver- 














y of Brazil’s independence. The exhibit features plans for the new capital 
y, Brasilia, scheduled for completion in 1960 on a 3,300 square mile plateau 
tbout 600 miles northwest of Rio de Janeiro the present capital. 






Oregon Agents Hold 
Annual; Advance 
Dodge To Top Spot 


Gordon W. Dodge of Corvallis was 
elected president of Oregon Assn. of 
Insurance Agents at the annual con- 
vention in Portland. He succeeds Her- 
bert A. Ballin Jr. of Portland. 

The association also elected Frank 
Amerata, Portland, as chairman of the 
executive committee, and Leonard A. 
Adams of Beaverton as state national 
director. 

A feature of the opening day was 
the address of Archie M. Slawsby of 
Nashua, N. H., vice-president of Na- 
tional Assn. of Insurance Agents, who 
outlined the NAIA program for the 
coming year with both film and voice. 
He urged the agents to “blow their 
own horns” louder and clearer. 

Another speaker, Willis E. Stone, 
president of American Progress 
Foundation of Los Angeles, disclosed 
ways to eliminate personal income tax 
by getting the government out of “un- 
necessary” corporate activities. Mr. 
Stone urged adoption of a constitu- 
tional amendment which would pro- 
hibit the federal government from en- 
gaging in these activities, and he esti- 
mated that such a move would pare 
$28.5 billion from the annual budget. 
That, along with the elimination of 
foreign aid, would make an annual 
saving of $3,169,000,000, more than 
was collected in 1957 by personal in- 
come tax, he said. 


Back Ad Program 


At the business session, members 
unanimously adopted the NAIA ad- 
vertising program and accepted the 
budget goal of approximately $30,000 
for the 1958-59 program. Plans for a 
vigorous campaign to combat com- 
pulsory automobile insurance legisla- 
tion urged by Gov. Holmes were 
mapped. Members also resolved to 
establish a casualty contact committee 
to discuss with company representa- 
tives all phases of auto insurance in 
an effort to avoid changes which agents 
deem harmful. 

Agents voted to change the name 
of the organization, subject to ratifi- 
cation by a mail vote, to Oregon Assn. 
of Independent Insurance Agents; to 
increase the executive committee from 
11 to 13; to designate presidents of 
local associations as state vice-presi- 
dents; to fix dues schedules by the 
executive committee in joint session 
with state vice-presidents; to have 
the state association collect its dues 
directly rather than through local 
organizations, and to set up a perman- 
ent legislative committee. 


Hear O’Connor At South Bend 

James C. O’Connor, executive editor 
of the F.C.&S. Bulletins of the Nation- 
al Underwriter Co., spoke to 85 mem- 
bers and guests of South Bend-Misha- 
waka Assn. of Insurance Agents last 
week. 

Mr. O’Connor discussed the new 
homeowners policy which is to be re- 
leased soon through the Multi-Peril 
Insurance Conference. 


Wisconsin Agents 
Elect Gottsacker; 
State Rule Praised 


Lighter Side Features 
Night Baseball Game, 
Miss Independent Agent 


By R. R. CUSCADEN 


MILWAUKEE—Ripping the govern- 
ment’s encroachment into the regula- 
tion of insurance as “unwarranted, un- 
necessary and undesirable,” governor 
Vernon W. Thomson (Wis.) forcefully 
wound up the Wisconsin Assn. of In- 
surance Agents’ annual convention here 
last week. The three-day meeting went 
a long way toward instilling confidence 
and enthusiasm in the 500-plus agents 
who elected as their new president 
William A. Gottsacker, Sheboygan; 
witnessed a night baseball game, and, 
last but certainly not least, chose a 
Miss Independent Agent from three 
lovely candidates. 


An “Interesting” Industry 


Insurance is “one of our most 
interesting industries,” Gov. Thomson 
stated in an address following the 
commissioner’s luncheon. He said he 
seriously questioned whether an indi- 
vidual citizen of Wisconsin would 
obtain “the careful consideration of 
his complaint from a Washington bur- 
eaucrat that he now receives from 
Commissioner Rogan and his state’s 
insurance department.” 

Continuing in this vein, Gov. Thom- 
son cautioned his audience that the 
government closest to the people is 
always the best. If the state govern- 
ment is_ sufficiently alert, it can 
always do a better job of regulating 
its own affairs than can any sort of 
federal interference, he said. The 
“steady erosion by regimentation” that 
is affecting this country can be par- 
tially attributed to a lack of interest, 
he said. 


An Over-Riding Concern 


Because in Wisconsin, as elsewhere, 
the over-riding concern of the inde- 
pendent agent is that percentage of 
his business which is being lost to the 
direct writers, it is only natural that 
this topic should have dominated the 
convention. In one way or another, 
most speakers touched upon the sub- 
ject, and many forthright and valid 
solutions were proposed. A_ public 
relations panel thus excited much 
interest, and the four speakers, intro- 
duced by moderator James C. O’Con- 
nor, executive editor F.C.&S. Bulletins, 
were afforded unusually rapt attention. 

Frank Lang, New York insurance 
management consultant, wasted no 
time in telling his audience that he 
was much concerned with “the repeti- 
tion of platitudes” in which the 
industry indulges. The business ob- 
viously hopes, he said, that by repeat- 
ing these platitudes over and over, it 
will eventually believe them. There is 


(CONTINUED ON PAGE 28) 
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Kelly Outlines Advantages Of Fire Cover Program Ready For 
Deductibles, Answers Critics Objections 


Ambrose B. Kelly, general counsel 
of Factory Mutual Fire Insurance Com- 
panies, decbared that the stubborn 
objections of many in the business to 
the use of deductibles in fire insur- 
ance are barriers in the way of pro- 
gress. He spoke at the insurance buy- 
ers’ conference of Southern California 
chapter of American Society of Insur- 
ance Management at Los Angeles. 

Deductibles have not only been an 
important part of coverage from the 
early days of insurance, but the new- 
est and most modern types of property 
contracts recognize the value of the 
principle, Mr. Kelly noted. He pointed 
out that in providing coverage for 
nuclear risks, both stock and mutual 
interests concluded that deductibles 
were necessary, and the broad con- 
tracts filed by Nuclear Insurance 
Rating Bureau provide for mandatory 
deductibles with a variation in amount 
of first loss retention, depending on 
the risk. 

The use of deductibles outside the 
property field has been common for 
years, Mr. Kelly continued. Probably 
90% of collision insurance is on a 
deductible basis. Many states have a 
$50 mandatory deductible on extended 
coverage. The feature is widely used 


in boiler and machinery and is becom- 
ing increasingly common in liability 
coverage. In the A&S field, a waiting 
period which corresponds to a deduc- 
tible is normally used for disability 
coverage. Marine and inland marine 
forms are often written on the deduc- 
tible basis, Mr. Kelly explained. 


Big Buyers Want Feature 


He recalled that large buyers have 
long recognized the desirability of 
deductibles and have been willing to 
fight for them. In California, the 
Carnation Milk Co. established at 
hearings before the insurance depart- 
ment its right to go outside the domes- 
tic market for such coverage when it 
was not available through domestic 
insurers. In Texas this spring an 
effort was made by a number of 
buyers, supported by Texas Manufac- 
turers Assn., to have the insurance 
department change its rules to permit 
deductibles with a reasonable first loss 
retention, Mr. Kelly said. He said that 
hearings before the Kentucky and 
Oklahoma departments also developed 
the desire of buyers for such coverage 
on an optional basis. An effort to pass 
legislation to prohibit deductibles on 
fire insurance in Ohio was defeated by 


concerted opposition of large buyers, 
he recalled. 

In California at present, Mr. Kelly 
said, a market for deductible fire 
coverage is provided by Factory Mu- 
tuals, Chubb & Son, North America, 
Fireman’s Fund and other stock and 
mutual companies. The greatest vol- 
ume in the state is probably written 
by London Lloyds, either direct or 
through some fronting company. De- 
spite the reluctance of the fire busi- 
ness generally to write policies with 
this feature, a substantial number of 
California risks are being insured with 
deductibles at present and the number 
is rising, he stated. 


Opponents State Views 


Mr. Kelly admitted that prominent 
figures in the business were opposed 
to his thinking on deductibles. One 
opposition view is the possible adverse 
reaction of policyholders who would be 
disappointed in not being paid for 
losses in full, and also on possible loss 
to companies and agents. through 
reduction in premiums. Some oppose 
deductibles in connection with any 
class of business on which the loss 
frequency is such that full coverage 


(CONTINUED ON PAGE 16) 





Insurers, Brokers, 
Reinsurers Visit 
In Monte Carlo Parley 


The one week meeting in Monte 
Carlo of insurers, reinsurers and bro- 
kerage firms, drew representatives of 
210 companies and 140 _ brokerage 
firms, about twice the number that 
attended the “rendevous” last year. 
The U. S. was represented by 16 per- 
sons from four insurers and six bro- 
kerage firms. Approximately 30° coun- 


tries were represented this. year 
compared with 24 last year, including 
Australia, Philipine Islands, and 


U.S.S.R. The latter again had a deile- 
gation on hand with a proposal for 
reciprocal reinsurance relations with 
countries behind the iron curtain. 

According to every indication, there 
was little business but a good deal of 
conversation, which should, as in the 
past, help foster cordial business in- 
terchanges. 

The question, which has been raised, 
of having at the rendevous, technical 
discussions bearing on reinsurance op- 
erations, whether from the viewpoint 
of ceding companies, or reinsurers, 
has not been decided. Leading rein- 
surers take a negative position. 

Comite European des Assurances 
had several working groups meeting 
at Monte Carlo to examine various 
questions of limited geographical in- 
terest.—L. Tytens. 


Home’s Surplus June 30 
Was $204.7 Million 


In the figures for the first six 
months of companies entered in Cali- 
fornia, which were published in the 
Sept. 12 issue, the surplus shown for 
Home as of June 30, 1958, was incor- 
rect. That figure is shown as .2 (for 
thousands), when it should have been 
204.7. Home’s surplus at June 30 was 
$204,786,331, a gain in the first six 
months of almost $14% million. 








Buckeye Union Casualty has announced plans to build a $2'% million 
coloniai style home office building in the 1100 block of East Broad street, 
Columbus. The company presently has its home office in Columbus and will 
move into its new building late in 1960. The new structure will house the 
Buckeye Union Casualty, Buckeye Union Fire and Mayflower, all headed by 


Frederick E. Jones. 


The new home office will be a 4-story structure with a central tower as 


high as a 12-story building. There will be 1,125 square feet of working space, 


all air conditioned. The steps and walks of the main entrance will have a 


snow melting system. 





Allstate N.Y. Deviation 


Hearing Resumes Oct. 3 


The hearing on Allstate’s request 
for a 15% rate deviation on commer- 
cial risks in New York will resume 
Oct. 3 at the insurance department, 
123 William street, New York 

New York Fire Insurance Rating 
Organization, to which Allstate is a 
subscriber for the lines concerned, 
opposed the company’s application and 
requested the original hearing Sept. 9. 


Detroit Agents To Meet 


John J. Ahern, director of the fire 
protection and safety engineering de- 
partment at [linois Institute of Tech- 
nology, will be guest speaker at the 
Sept. 30 meeting of Detroit Assn. of 
Insurance Agents at Fort Shelby Ho- 
tel. He will speak on “The Agent’s 
Stake In Education.” 


International Aviation 
Group Holds Conference 


The annual convention of Interna- 
tional Union of Aviation Insurers at 
Garmish-Partenkirchen, Germany, for 
two days in September, was attended 
by a limited number of representa- 
tives of insurers and reinsurers. Chief 
among the topics of discussion were 
the investigation of the U. S. Senate 
anti-trust and monopoly subcommittee 
and rates for aviation hull and li- 
ability risks. 

Aviation underwriters are of the 
opinion that an over-all general in- 
crease in rates is essential. 


Walter Dolensek, formerly with Fire 
Insurance Rating Bureau of Wisconsin, 
has joined Lumbermens & Manufac- 
turers Mutuals of Wisconsin as fire 
protection engineer. 


Annual CPCU Rally | 


About 600 are expected to attend | 
the annual seminars of Society g 
CPCU Oct. 1-3, at the Roosevelt Hot 
in New Orleans. 

George V. Whitford, vice-presiden 
of Reliance, Madison, Wis., chai 
said the theme will be “Meeting the 
Challenge of Social and Economic 
Changes.” 

Robert W. French, director of | 
port of New Orleans, will speak op 
“Management’s Challenge” at the all- 
industry luncheon Oct. 2, at which 
national conferment of the Cpcy 
designation on 256 persons is sched- 
uled. 

Dr. Harry J. Loman, dean of Ameri- | 
can Institute, will award the diplomas 
New officers will be elected Oct. 3. 

Dr. Edward C. Bursk, editor of the 
Harvard Business Review, will present 
a paper on the “Origin and Nature of 
the Social and Economic Transition,” 
and Shelby Cullom Davis, New York 
City investment analyst and eam | 
deputy superintendent of New York, 
will be a panelist in a discussion of 
the financial aspects of neuen | 
operations. 


Seminar Participants Given | 


Seminars and their participants are: | 

“Effects of Sociological and Econ- | 
omic Changes in the Insurance Busi- 
ness,” Dr. Kenneth Black Jr., chair-| 
man, insurance department, Georgia 
State college, Atlanta; Daniel P. Kedzie, 
superintendent, education department, | 
Continental Casualty, and Leona Sel- 
dow, New York City broker, panelists. 

“Analysis of the Loss Expense Por- 
tions of the Premium Dollar,” Bernard 
W. Moore, vice-president, and Scott’ 
McIntyre Jr., treasurer, United Fire 
& Casualty; W. H. Erwin, executive 
vice-president, Meritplan, Los Angeles, 
and Neil Flammer, executive vice-| 
president, California Union Ins. Co, 
Los Angeles, panelists. | 

“Analysis of the Expense Portion of 
the Premium Dollar,” A. Leslie Leon-| 
ard, assistant dean, Insurance Society , 
of New York, moderator; M. Irvine,’ 
American group, Milwaukee; Edgar E. | 
Isaacs, vice-president, Atlantic Com-| 
panies, New York, and H. B. Skelton 
vice-president, Rough Notes, panelists. 


Mrs. Jean Riggs To Speak 


“Lack of Public Understanding of | 
the Insurance Function,” Mrs. Jean P. 
Riggs, deputy commissioner of Wyom- | 
ing, and John D. Phelan, vice-president, ’ 
American States, panelists. 

“Financial Aspects of Insurance 
Operations,” Philadelphia chapter | 
project, John H. Kerr, Philadelphia 
manager Maryland Casualty, modera- 
tor; Norman E. Roop of Booth, Potter, | 
Seal & Co.; Matthew H. McConnell, 
superintendent, General Accident, and | 
Arthur L. Hoffman, assistant treasurer | 
of Reliance. 

“Useful Applications of the Theory 
and Technique of Proof in the Field 
of Insurance Advertising and Selling,’ 
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Henry K. Duke, insurance consultessy| 


Cumberland, Md., moderator; Dr. Ron- 
ald R. Childress, chairman, depart- 
ment of finance, University of Okla-| 
homa, and M. H. Blackburn, fire and | 
marine advertising manager, Aetna 
Casualty, panelists. 

“Practical Aspects of Contractual 
Liability,’ Northwest Ohio chapter 
Project, A. Terrence Conlist of Picton- 

(CONTINUED ON PAGE 35) 
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Explore the Foreign Insurance Field 


Great American producers can build worthwhile premium volume by 


handling foreign insurance risks in their own communities. The growing 
interest in overseas trade and travel makes this an attractive field for 


future business development. Full details on request. 


GREAT AMERICAN 


GrouPoF INSURANCE COMPANIES 


@geleeeeee 


FIRE + MARINE » AUTOMOBILE + CASUALTY + SURETY 





GREAT AMERICAN + GREAT AMERICAN INDEMNITY + AMERICAN NATIONAL FIRE + DETROIT FIRE & MARINE + MASSACHUSETTS FIRE & MARINE + ROCHESTER AMERICAN 
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Multi-Peril Groups Examined By N. Y. 


The New York department has 
completed a report on Multi-Peril 
Insurance Conference, with separate 
examinations of Multiple Peril Insur- 
ance Rating Organization and Inter- 
bureau Insurance Advisory Group 
from their inception date to November, 
1957. These two groups merged in 
May, 1957, to form the multi-peril 
conference. 

In the report section on MPIRO, 
the department commented on the 


absence of a discount factor in home- 
owners rates in New York City. It 
also recommended that rates on this 
form be adopted on the basis of the 
policies’ own experience and urged 
adoption of a permissible loss ratio 
and expense provision for homeowners. 
In a letter to the department, Harry 
F. Perlet, general manager of MPIC, 
indicated that the new homeowners 
program would probably dispose of 
these questions. With respect to rec- 


ommendations on rating procedures 
for the manufacturers output policy, 
Mr. Perlet noted that a new program 
is being developed on this form and on 
the industrial property policy. 


New Program Answers Objections 


In the report on Interbureau, the 
department commented that the loss 
ratio for the comprehensive dwelling 
policy in New York was exceptionally 
high at 96.3% in 1955, the last year 
for which statistics were submitted. 
The department granted an increase 








“Unforeseen events...need not change and shape the course of man’s affairs’’ 





No place for an amateur 


The surgeon is one of those men on whom other men must rely. Also in this 
category, less dramatically but no less truly, you’ll find your independent insurance agent or broker. 


He knows how to protect you with the right kinds and the right 
amounts of insurance at the right time, and that means before a loss 
or claim against you occurs. And, should trouble strike, you’ll find him right beside you, 
your personal agent, ready and able to take your trouble and make it his business. 


And because he knows his business, it’s good business for you to know him. When you 
need him, there’s no better friend to have around than your local 
independent agent or broker who represents the Maryland in your community. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many kinds of Maryland protection for business, industry, and the home. Casualty Insurance, 





by dramatizing the importance of his service and availability. 
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in the policy discount that year on ap 
experimental basis until adequate 
experience figures were available, ang 
in light of the subsequent poor recorg 
urged a review of the discount. The 
report added that if the conference | 
adopts a new form to supersede both | 
CDP and homeowners, the experience | 
of the former should be considered jpn 

determining policy provisions and the 
discount. Such a superseding program 
has been developed, as noted in Mr, 
Perlet’s response to the report’s com- 
ments on the old MPIRO homeowners 
forms. 

The department also contended that 
inclusion of CDP statistics in regular 
National Board codes is improper 
because the policy is written at a 
discount and such premiums should 
be adjusted to a tariff or manual 
basis. 

In his reply, Mr. Perlet noted that 
the high CDP loss ratio of 1955 in | 
New York was based on only $94,000 
of earned premiums—hardly a credible 
amount to support any conclusion. He | 
observed that the CDP discount is 
uniform country-wide and was ip- 
tended to be adjusted on that basis, 
As for inclusion of CDP statistics in | 
National Board codes, Mr. Perlet said 
that the latter’s statistical plan is on 
a collected basis and includes all types | 
of adjustments or discounted prem- 
iums. | 
The report also noted that a call ' 
for statistics on CDP by Interbureau 
had only required figures from member { 
companies and that the data had not 
been filed with the department. Mr. | 
Perlet explained that Interbureau 
was not an official statistical agency 
for the department, and therefore had 
no power to compel non-members to 
report their results. The call was for 
informafion purposes only, he added. 








Campbell Promoted In Fla. 
Field By Aetna Fire | 


Aetna Fire has appointed Nelson ' 
Campbell from state agent at Tampa | 
to manager in charge of operations in 
Florida, exclusive of the northwest 
section. Norman R. Reid has been pro- 
moted from special agent to state 
agent at Orlando. | 

Mr. Campbell joined the company 
in 1940 at the home office. In 1946 
he was appointed special agent in 
Georgia and later moved to Jackson- 
ville. In 1951 he went to Tampa to | 
open the new service office and was | 
promoted to state agent in 1954. | 

Mr. Reid joined Aetna Fire in 1947 ‘| 
and was appointed special agent in 
Jacksonville in 1949. In 1957 he went | 
to Orlando to open the new service 
office. | 
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Levering Cartwright 
INSURANCE STOCKS | | 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 
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Sees 20% Cut In Production Costs As 
Hurting Agents, Not Helping Public 


A 20% reduction in production costs 
would be hardly beneficial to the 
public at large, but would be damaging 
to the insurance agent, according to 
G. M. Fuller, attorney for Oklahoma 
Assn. of Insurance Agents, in a state- 
ment made at a hearing of the Okla- 
homa department. The hearing was 
held to consider proposals by the 
National Bureau and National Auto- 
mobile Underwriters Assn. to revise 
automobile BI and PDL rates, partly 
by means of a reduction in the acquisi- 
tion cost allowance. 

Mr. Fuller said that the proposed 
revision of rates, neither “substantially 
increases nor decreases the over-all 
statewide level of rates. The public 
at large is hardly affected dollar wise. 
The pattern to divide and conquer 
opposition is only a hint of the con- 
certed action employed to bring about 
the desired results. The proposed 
arbitrary reduction of 20% in the 
so-called production cost allowance is 
calculated to affect only a group of 
small businessmen, to wit: the insur- 
ance agents of this state, who, until 
now have enjoyed the equal privilege 
with the company they represent to 
freely contract for their services.” 

Production cost is not solely the 
commission of agents, Mr. Fuller, said, 
since it includes certain company 
branch office and field expenses. The 
agent from his commission must pay 
expenses in connection with selling, 
advertising, underwriting, policy writ- 
ing, claim service, and a host of other 
items. He said production and servic- 
ing costs in the insurance business 
are the same no matter how a com- 
pany operates. Some may spend vast 
amounts for advertising and direct 
writing acquisition, while others like 
companies belonging to the National 
Bureau and NAUA may rely almost 
entirely on local agents. “It is palpably 
ridiculous to say that selling through 
agents is more expensive than other 
multi-million dollar advertising me- 
dia,” he declared. 


After listing the agents’ expenses 


of doing business, Mr. Fuller said that 
he is unable to ascertain wherein any 
one of the expense factors have be- 
come less in the past year. 

“The National Bureau points with 
pride to the reduction in general 
administration expense from 7.4% to 
5.5% in the past few years. They 
seem to insinuate that this is preced- 
ent for a reduction in production costs. 
In the first place, going from a Cadil- 
lac to a Ford is a far different thing 
than going from a Ford to a horse 
and buggy ... The real truth is by 
virtue of increase in the rates over 
those years, the present percentage 
produces as many dollars as the larger 
percentage some years ago. With the 
same dollars, and assuming you just 
have to hold the line in your business, 
it is easier to do so with a $50,000 
salary than a $5,000 commission in-~ 
come, that is, in the face of a cost of 
living index which is shooting up.” 

If the companies can save money 
and decrease rates, he said, they don’t 
need to do anything to reduce com- 
missions because they will automati- 
cally go down. As an example, he said 
that if an agent receives an average 
commission of 20% on a $100 premium, 
he gets $20 for his commission. If 
rates are reduced 20% making the 
same premium $80 and the commission 
remains 20%, the agent will get $16. 
This $4 would be an automatic reduc- 
tion of 20%. 

Mr. Fuller said the average net profit 
before taxes of an agent out of each 
premium dollar is 2%. This, he said, 
is one of the lowest ratios of net 
before taxes to gross sales of any 
business in the U. S. A 20% reduction 
in the production cost factor would 
“bankrupt” the average operator or 
“subjugate the agent to the will of 
the company to the extent that he 
can no longer be an independent agent 
standing between his customer and 
his company.” 

In examining rate making in regard 
to the companies’ profit structure, Mr. 
Fuller said that each company in- 
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volved in these filings has vast sums 
of money which it invests and from 
which it derives substantial invest- 
ment income for its stockholders. He 
said that to his knowledge, almost. all 
of the companies have “consistently 
paid dividends and their return on 
investments is wholly undisturbed by 
the factors constituting the rate base.” 

The agent, too; has a_ substantial 
capital investment, he declared, and 
furthermore, he is the owner of expira- 
tions and good will of his business 
which he may have developed over a 
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lifetime of selling and servicing con- 
tracts. The rate proposal, if accepted, 
would destroy the agent’s investment 
because that value cannot stand’ when 
the potential net profit is utterly 
reduced to nothing. What the company 
is saying, Mr. Fuller said, is: “Our 
investment must be sacred and un- 
touched in arriving at a rate but the 
investment of the agents should be 
sacrificed. Therefore, we have a plan 
whereby we will take 20% of your 
earnings in order that there will be 
(CONTINUED ON PAGE 32) 





Setting fires deliberately to get 
smoke samples is a safe practice in 
a laboratory. In this case, Airkem 
researchers burn complex materi- 
als in order to analyze the smoke 
and find effective methods of re- 
moving the particles from con- 
taminated materials. 


Airkem Smoke Odor Service has 
found that smoke odors have dif- 
ferent characteristics depending 
on the type of substance burned. 
Smoke odors are difficult to re- 
move, sometimes impossibly stub- 
born, but through Airkem’s 
specialized knowledge and treat- 
ment all traces can be removed. 
For this reason Airkem smoke 
odor research has developed a va- 
riety of products and techniques 
which assure safe, thorough re- 
moval of smoke contamination. 


Airkem Smoke Odor Service is 
an experienced and responsible in- 
ternational organization specializ- 
ing in prompt removal of all forms 
of odor contamination. A network 








: > 
Fires set-to-order 
reduce insurance losses 
from smoke odor 


of 200 local Airkem representa- 
tives offers the insurance industry 
—company men, agents, brokers 
and adjusters—day and night serv- 
ice throughout the United States 
and Canada. These offices are 
rigidly supervised by the Airkem 
home office which provides uni- 
formity in effectiveness, pricing 
and servicing. 


Write for your copy of the 
Airkem S.O.S. bulletin describing 
this service and for a directory of 
the 200 local offices. For the 
Airkem representative nearest to 
you, look for the name Airkem in 
your telephone directory or write 
to Mr. R. C. Bliss, National S.O.S. 
Division Manager. 


AIRKEM, INC. 
241 East 44th Street, New York 17, N. Y. 
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Service 


For Odor Emergencies Call Airkem $.0.S. 
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Diners’ Club To Offer 
Members Travel Plan 


Diners’ Club will offer its more than 
700,000 members a comprehensive ac- 
cident and personal injury policy 
specially designed for travelers. 

Beneficial Standard group will fur- 
nish the coverage which will be issued 
exclusively for club members. Mem- 
bers can add the premium to their 
regular monthly bill. 


HeNATIONAL UNDERWRITER 


The low price policy pays, besides 
double indemnity benefits while travel- 
ing, full benefits near home. It wil 
protect Diners’ Club members as pas- 
sengers on commercial airlines includ- 
ing non-scheduled flights, cars, buses, 
railways, ships, private yachts, and 
while walking or driving. 

Lynchburg (Va.) Assn. of Insurance 
Agents has elected R. Earl Campbell 
president, Robert Nein vice-president 
and George Dawson Jr. secretary- 
treasurer. 


Ill. Agents Ready 
Annual Program 


Illinois Assn. of Insurance Agents, 
titling its forthcoming 59th annual 
convention “The Golden Gloves of In- 
surance,” has released a partial pro- 
gram for the three day meeting Oct. 
19-21, Morrison Hotel, Chicago. 

The first event will be a local board 
workshop beginning at 2 p.m. Sunday 
and open to all. The annual member- 
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ship meeting will be held Monday a 
9 a.m. and is for members only. 

The program also includes severaj 
general sessions which will include 


| Chu 
Big 









FEDERAL INSURANCE COMPANY * VIGILANT INSURANCE COMPANY « THE MARINE INSURANCE CO., LTD. * THE SEA INSURANCE CO., LTD. 


LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE CO., LTD. 


Ocean and Inland Marine e 


Life Insurance through Federal’s affiliate Colonial Life Insurance Company of America 


Aviation Insurance through Associated Aviation Underwriters 


mn ial wr-lnedalhi-leiiela-moelm Service 


CHUBB & SON, Underwriters 


Transportation . 


? 


|. takes more than one 
column to support a roof. 
Similarly, one virtue or one 
talent is not adequate to serve 
the diverse requirements of 


today’s economy. 





True service is premised on the 
same basic rules that govern 
the endurance of architecture. 
If it is to resist the action of 
storm and time it must rest 
securely on its pillars of 


character, skill and experience. 


The organizational cornerstone 


of Chubb & Son was laid 





in 1882. It has grown since... 
not as a rambling structure but, 
rather, as an example in the 
functional architecture of 


service. 


90 John Street, New York 38, New York 


Managers 


Fire and Automobile . Casualty . Surety ¢ Fidelity 





several successful selling formulas by } Chul 
guest speakers, as well as a panel | ary of 
session on “Life Insurance For More! with 3 
Revenue,” and a problem panel by | the tri 
company executives. The large lines } oyp rac 
agents’ and farm agents’ breakfasts ing Er 
will take place simultaneously at 8 am, } pecaus 
of the final day, which will be a half. | covera 
day session. other | 
There will be a special program for | the ra 
the ladies, including coffee hours, a | Schau! 
reception, luncheon and other enter. staffed 
tainment. In ¢ 
is ) execut 

State Farm Companies the rac 


Decentralize At St. Paul ’ 


State Farm’s North Central office | 
at St. Paul will come under the com- 


AC 
Atl 


panies’ management decentralization | 
program Jan. 1. On that date, North Thet 
Central will assume full agency ang | "0P!¢ 
operations responsibilities in Wiscon- ACTH 
sin, Minnesota, North and _ South talk ar 
Dakota for the three State Farm com- C. Wa 
panies. | ington 
North Central is the third of the ) meetin 
companies’ 15 regional offices to gain Chicag 
autonomy. Others are Mid-Atlantic at ACT 
Springfield, Pa., and South Central at the pi 
Murfreesboro, Tenn. More than one- | the 2 
fifth of State Farm Mutual’s auto | 
policies will be served by the three id ¢ 
offices. tissues 
Cranford W. Ingham will head the / the, 
office as regional vice-president. Elmer | used 7 
W. Holm and Robert E. Armstrong | Pay | 
will become deputy regional vice- the » 
presidents. | — 
Mr. Ingham joined State Farm oe 
Mutual’s claim department in 1931 bag 
and has headed the North Central ; ‘0 “~ 
office since it opened in 1948. Mr. pr 
Holm, a former University of Nebraska pe ra 
football coach, heads State Farm’s Pm 
agency force in Minnesota and the those 
Dakotas. Mr. Armstrong will move éuiun 
into the deputy’s job from his present | dosage 
post of division manager at St. Paul. tinued 


OASI Changes Explained 
To San Antonio A&H Assn. 


Progressive steps regarding benefits 


By | 


are in line with the original plans for | Pho 
social security, John D. Palmer, man- John | 
ager of the San Antonio district office |as assi 
of the social security administration, Mr. 
said in explaining changes in OASI | 1940 
benefits to members of San Antonio | to the 
A&H Underwriters Assn. with 
Mr. Palmer said it is intended that | advan 
social security be kept on a sound 'to ass 
basis. Under provisions for disability | 
benefits, the plan could easily get out C 
of hand were it not for certain condi- Tur 
tions which have been set up to deter- Pers 
mine disability of workers, he ex- Cru 
plained. of che 
pes forme 
Parsons In Ill. Field ‘been 
E. J. Parsons has joined Atlantic |D. J. ! 
Mutual as special agent in central to Pec 
Illinois. He was formerly special agent McCre 
in Michigan and Wisconsin for Home. " 
seal (Ilinoi 
Pilon Opens Own Office |agent. 
Joseph E. Pilon has opened an 
independent adjustment service at \Stren 
Fond du Lac, Wis., handling aircraft, N 
automobile, fire, casualty and inland ucl 
and ocean marine. He has been an | Adn 
adjuster since 1932 when he started /hairn 


with Western Adjustment at Eau 
Claire. Later, Mr. Pilon became man- 
ager at Fond du Lac and in 1957 went 
to Milwaukee where he became region~- 
al office general adjuster and super- 
vising adjuster for the Wisconsin-Up- 
per Peninsula region. 
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~s | Chubb & Son Goes To 
ev . : 
‘clu | Big Yachting Contest 
las by } Chubb & Son maintained a tempor- 
Pane] | ary office at Newport, R. I., to deal 
More) with any inquiries or claims during 
el by | the trials and running of America’s 
lines } cup race between the yachts represent- 
ikfasts | ing England and America. This was 
8am.) pecause Chubb & Son not only had 
| half- | coverage on the two boats but on 
other boats in the area, attracted by 
im for / the race. Two staff surveyors, Bruno 
urs, a| Schaumburg and Roderick Gordon, 
enter- | staffed the temporary office. 
In addition, several Chubb & Son 
executives went to Newport to watch 
| the race. 
| = 
ottice | ACTH Uses Described 
com- » At Illinois A&S Forum 
‘aaa | Therapeutic uses of adrenocortico- 
-” ‘tropic hormone, better known as 
4 ee: ACTH, in diseases was described in a 
iscon- | 121k and film presented by Dr. Proctor 
South C. Waldo, medical director of Wash- 
— ington National, at the September 
) meeting of Illinois A&S Forum in 
of the | Chicago. 
ns ACTH is a hormone secreted from 
eal at the pituitary gland which stimulates 
at | the adrenal glands and is used in 
1 one- "treating a variety of skin and rheuma- 
. hs | toid conditions dealing with connective 
"three ‘tissues. Dr. Waldo emphasized that 
d th ,the hormone is not a cure but only 
re © / used to relieve disease. 
si In his talk, he particularly stressed 
— the adverse effects which could be 


~ | precipitated by administering the hor- 
;mone in wrong dosage or to patients 
whose conditions were not amenable 
to ACTH treatment. The film which 
accompanied his talk exhibited ex- 
yamples of patients who obtained 
Pasi satisfactory remission after treatment, 
4 oe those whose progress had been re- 
oud ‘tained by smaller, daily maintenance 
wuneik | dosage, and those who relapsed 
Paul because treatment had been discon- 
: F | tinued too quickly. 
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aati ‘Maas, Vojtech Promoted 
By Phoenix Of London 


enefits 
ans for | Phoenix of London has appointed 
, man- jJohn R. Maas and Charles J. Vojtech 
| office | as assistant treasurers. 
tration, | Mr. Maas joined the company in 
OASI ,1940 and was promoted to assistant 
\ntonio |to the treasurer in 1955. Mr. Vojtech, 
with the company since 1948, was 

2d that |advanced to accountant in 1951 and 
sound ‘to assistant to the treasurer in 1958. 
sability | pe 

t out . 
ond. \crum & Forster Shifts 
deter- Personnel In Field 


Crum & Forster has made a number 

of changes in the field: W. W. Jones, 
former special agent in Nebraska, has 

n named state agent, succeeding 

\tlantic le J. Smith. Mr. Smith has transferred 
central }t0 Peoria, replacing State Agent Ray 
1 agent | hmong who has moved to Detroit. 
Home. \Dayton Kraft will go to the central 


ne eX- 


ois office at Decatur as special 


\agent. 

ied an | —- 

oe: Strauss Calls For World 

inland Wuclear Liability Laws 

een an Adm. Lewis L. Strauss, former 
started lan of the U. S. Atomic Energy 
it Eau “ommission, speaking at the second 
e — orld atoms-for-peace conference in 
‘7 wen eneva, called for an international 
region- Pinvention to protect the public 
super jainst nuclear-reactor accidents. The 
sin-Up- Possibility of large-scale disasters 


“used by accidental release of deadly 


ars 
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radioactivity from nuclear power sta- 
tions was one of the main subjects at 
the meeting. 

Even the faintest possibility of 
accident requires international action 
to cover the legal liability and public 
health problems which might arise 
from a radioactive cloud’s crossing 
international borders, Adm. Strauss 
stated. 

An international convention similar 
to the Warsaw convention which limits 
the liabilities and responsibilities of 
civil airlines, was suggested by Adm. 
Strauss. 


NAIA Is Opposing 
Self-Insurance Plan 


National Assn. of Insurance Agents 
is opposing the U. S. Department of 
Defense order discontinuing commer- 
cial public liability insurance coverage 


and substituting self-insurance on 
army and air force exchanges, clubs 
and other establishments, effective 
Oct. 1. 


Louie E. Woodbury Jr. of Wilming- 
ton, N. C., NAIA president, has wired 
Secretary of Defense McElroy, asking 
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him to rescind the order and has 
asked for an immediate conference. 
Assn. of Casualty & Surety Companies 
joined NAIA in its protest and in 
seeking a conference. Mr. Woodbury 
has also asked support from American 
Insurance Assn. Many NAIA mem- 
bers are contacting their congressmen 
to express their views. 

Zack C. Ryan Jr. has been appointed 
special agent in Georgia for the A. F. 
Irby & Co. general agency of Atlanta. 
He has had a number of years’ experi- 
ence in underwriting and in the field. 
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Sees Weeding Out As 
First Important Step 


C. B. Magennis, local agent at Grand 
Rapids, writes: 

Your editorial, “Good Time To Un- 
load Inccmpetent Agents,” in the July 
25 issue of THE NATIONAL UNDERWRITER 
should somehow be brought forcefully 
to the attention of the management of 
American agency system companies. 

The elimination of the “incompetent, 
unqualified, lazy, commission con- 
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sometimes dishonest agents, must oc- 
cur before companies and the remain- 
ing professional agents can meet in 
an atmosphere of mutual respect and 
confidence to solve their joint prob- 
lems. 

Until the vast majority of agents 
are of sufficient calibre to handle more 
underwriting responsibilities, loss ad- 
justment responsibilities, and im- 
proved accounting procedures, and 
maintain more efficient office pro- 
cedures, no real progress can be made 
toward reducing total operating costs. 


“represented” by these incompetents 
renders itself incapable of instituting 
sweeping changes which could reduce 
costs and thus enhance its competi- 
tive position. 

It is likely therefore that a thorough 
house-cleaning of proved unrepresent- 
ative agents, combined with continued 
expansion of educational facilities for 
new agents, can prove to be the start- 
ing point for a series of healthy chang- 
es in the company-agent relationship. 
But the weeding out process must be 
the first step and must be initiated 
by the companies. 





scious, loss producing,” and I will add, 


Each company which continues to be 





American Agency System company offers.... 





Trucking insurance market at rates competitive with direct writers 








First agency company to offer Fleet Owners’ 
Comp in package of 5 Major coverages 








/ Adequate commission commensurate with competitive ratings 


/ Annual or continuous policy with monthly payments 


All state and I.C.C. filings made by company 


1/ Fleet rates and retrospective ratings on large accounts 


For any and all transportation problems, consult one of these 


Mid-Union Managing General Agencies: 


Little Rock, Arkansas Chicago 26, Illinois Minneapolis, Minnesota Tulsa 3, Oklahoma 
John P. Corn Co. Caplis-Hielscher, Inc. American Underwriters, Inc. Lawrence Wilson Co. 
106 National Old Line Bldg. 6469 N. Sheridan Rd. Plymouth Building First National Bank Bldg. 
Tel. FRanklin 5-3297 Tel. ROgers Park. 4-6000 Tel. FEderal 3-2271 Tel. LUther 4-1414 
John P. Corn, Pres. Philip Caplis, Pres. Charles W. Murphy, Pres. Lawrence Wilson, Pres. 
Denver 3, Colorado Chicago, Illinois St. Paul, Minnesota Salt Lake City 2, Utah 
The High-Country Corp. Louis J. Pastor & Associates © Arneson-Wells, Inc. The Kolob Corporation 
1550 Lincoln 175 W. Jackson Blvd. 2292 University Ave. 241 So. 5th East St. 
Tel. AMherst 6-2661 Tel. WAbash 2-5073 Tel. Midway 6-4889 Tel. EMpire 4-8451 
Robert V. Shultz, Pres. Louis J. Pastor Wayne Wells, Pres. Frank Salisbury, Pres. 
Orlando, Florida Des Moines, lowa St. Louis, Missouri Seattle 4, pect 
Dudley L. Moore Ins. Motor-Ways, Inc. Motor Carrier Insurors = wenden Sein & Co., Inc. 
P. O. Box 2706 1307 E. Walnut St. itiitecien: “Sree 
GArden 4-5658 Tel. AMherst 6-1113 Tel. PArkview 1-8833 ss ahayesngbensibt 
Robert R. Hunt, Mar. William Landau, Pres. Lloyd C. Kirk gt a gee 

, ualty Mgr. 
Tampa, Florida Topeka, Kansas So. Sioux City, Nebraska Madison, Wisconsin 
Bay Insurance Agcy. Miller-Studebaker, Inc. Joe Morten & Son, Inc. Mid-States Underwriters, Inc. 
501 E. Jackson St. 701 Jackson Street 2607 Dakota Ave. One West Main St. 
Tel. 2-0684 CEntral 2-8237 Tel. 4251 Tel. ALpine 5-0059 
J. Reynolds Duncan Lewis B. Palmer, Pres. Joe Morten, Jr., Pres. Bert Durand, Mar. 


Elgin, 
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Illinois 


MID-UNION 


INDEMNITY COMPANY 


SHerwood 2-7040 
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Examiner Dismisses 





FTC Case vs The Fund 


J. Earl Cox, Federal Trade « ‘ommis. | 
sion hearing examiner, has ordered dis. 
missal, for lack of FTC juri diction, 
of charges that Fireman’s Fund Indem. 
nity falsely advertised its A&S insyp. 
ance. 

This is not a final decision of FT¢ 
and may be appealed, stayed or dock. 
eted for review. 

Mr. Cox granted the company’s mo. 
tion to dismiss, which was unopposed 
by FTC counsel. The motion cited the 
Supreme Court’s decision in the Na. 


tional Casualty and American Hospita] | 


& Life cases, holding the commission 
to be without jurisdiction over the 
ractices there involved, and commis- 
sion counsel agreed that those cases 
govern the practices at issue in this 
case. 


N.C. Approves Part 
Of Auto Increase 


Commissioner Gold of North Caro. ‘ 


lina has approved an increase of 11.2% 
in liability rates for private passenger 
automobiles and one of 6.2% for com- 
mercial vehicles, 
Mr. Gold, who on July 18 rejected a 
19.9% increase asked for by North 
Carolina Automobile Rate Administra- 


tive Office, said a refiling for 146%. 


on private passenger automobiles was 


too much. Originally, also, the bureay: 


had asked an increase of 50% in rates 
in the Fayetteville area, which was re- 
jected as unfairly discriminatory, 

The effect of the increase on 1A is, 
to increase the premium from $16 to! 
$18 for BI and from $12 to $13 for 
PDL. 


Cincinnati Puddle Host 
To Several Dignitaries 


Several dignitaries were guests at/ 


the annual outing of the Cincinnati 
puddle of Blue Goose and Cincinnati 
Underwriters Assn. at Summit Hills 
country club. Among those present 
were Arthur I. Vorys, Ohio superin- 
tendent; 
the Cincinnati police department; Oris: 
E. Hamilton, Cincinnati safety director; 
Dan Tehan, sheriff of Hamilton county, 


and Arthur M. Peck, president Cin-* 


cinnati Underwriters Assn. 


Standard Acctient Softball Chenk’ 

Members of the Standard Accident 
softball team were presented with 
individual trophies for winning the 
American division of the Detroit 


effective Sept. 24. 


Chief Stanley Schrotel ‘| 


————— 


é 
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Financial Softball League. The awards; | 


were presented at the league’s ban- 
quet at Warren Valley country club. 


OPENINGS — $7,000 - $8,500 | 


Positions listed below are with progressive 
stock Casualty Company. All of these or- | 


background (legal degree mandatory) and 
potential above lengthy years of experience. 
Men in the thirty-forty age category = 
legal degrees and a minimum of five years | 


Multiple Line Casualty Claim experience 
rather than specialized backgrounds. Open- 
ings range from Home to Branch Office su- 
pervisory levels. A few of the better 
opportunities are in the following areas: 
© — MARYLAND — WASHINGTON, 

D. C. — VIRGINIA — gs — 

PENNSYLVANIA — NEB 

NORTH CAROLINA. 
All inquiries handled on a maida 
basis. Majority of these openings employer 


expenses. 


to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 §. Wells St. hicago 6, Illinois 
HArrison 7-9040 





CURRENT || 
CHOICE CASUALTY CLAIMS }; 
ganizations have specified age, educational |" 


experience qualify for consideration. a 


pays entire service charge and all moving /| 9 


CONSIDERING A CHANGE OF lige | 
Write for HOW WE OPERATE. No obligation 
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Thorn Says Savings 
Are Key To Survival 


At the annual meeting of New 
Hampshire Assn. of Insurance Agents, 
Craig Thorn Jr. of Hudson, past presi- 
dent of the New York association, said 
that present and future relations with 
companies is really a matter of sur- 
vival. Mr. Thorn dealt with economy 
within agencies and in relation to the 
company as a key to loss of profits 
due to direct writer competition, ad- 
verse loss experience and lower com- 
missions. 

The danger flag is waving violently 
in the matter of commissions, Mr. 
Thorn declared, as indicated by the 
intention of National Bureau and of 
National Automobile Underwriters 
Assn. to make all future auto rate 
filings on a reduced production cost 
factor basis which results in a five 
point reduction in commission. Inland 
Marine Insufance Bureau has already 
cut commissions and several other 
organizations seem to be moving in 
the same direction. There are present- 
ly 15 companies in New York which 
have reduced auto liability commis- 
sions five points on all classifications 
and others have reduced it on class 2 
business. Mr. Thorn pointed out that 
a five point commission cut actually 
means a 20% to 25% reduction in 
agents’ income. Agents in New York 
have also taken a sizable loss in income 
because of the amount of their busi- 
ness going into the assigned risk plan, 
he added. 


Blocking Certain Filings 


It is his opinion that NAIA and 
each state association should work 
diligently to keep the rating bureaus 
from filing with a lower production 
cost factor. Commissions, which are a 
part of the factor, are a matter of 
private contract between agent and 
company, he noted. This apparently 
can be changed at a moment’s notice 
by a form letter, as has happened in 
New York, Mr. Thorn observed. 

With so many problems threatening, 
it is obvious that the agent must put 
particular emphasis on his office 
economy, he continued. Mr. Thorn said 
that agents should have field men call 
only when they are needed or when 
they have important suggestions. 
Agents should keep the number of 
their companies down to an absolute 
minimum, eliminate small premium 
policies on which they lose money, 
and use customer account folders 
instead of the old monthly daily setup. 


Studying The Work Load 


They should study the work load in 
their offices and keep it well divided. 
Account selling should be _ practiced 
and the average premium per policy 
should not be permitted to fall too low. 
Agents should keep contact with 
most insured through such media as 
bulletins or form letters. The agency 
can settle many small first and third 
party claims. Accounting systems 
should be kept up to date, and a good 
system of multiple invoices adopted. 

Mr. Thorn offered 10 money-saving 
suggestions for insurance companies, 
for bettering their relations with their 
agents. Some companies should elimin- 
ate much of their promotional material 
and encourage their agents to use the 
same material issued by various com- 
pany organizations. Companies should 
follow up the recent American Insur- 
ance Assn. committee report on possi- 


/ble home office internal savings. Field 
/men should be trained to make visits 
, only when they can be of valuable 
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help, and should be reduced in number 
in some companies. Companies should 
maintain a closer liaison with them. 

Companies should immediately dis- 
cuss with agency organizations policy 
renewal certificates and continuous 
policies. The public should be educated 
with regard to negligence actions. 
Companies should eliminate small 
volume or part-time agents whereve 
possible. As companies come into a 
better financial picture they should 
not immediately appoint genera! 
agents in utter abandon just to in- 
crease their volume. 

It is Mr. Thorn’s conviction that if 
such steps are taken by both producers 
and companies there can be a savings 
of 10% in the premium dollar. Agents 
can use their imagination as to what 
such a savings might accomplish, he 
declared. 


Iowa, Neliesshe AR Plans 
Report On 1957-1958 Results 


The annual reports of the automo- 
bile assigned risk plans in Iowa and 
Nebraska have been sent to the mem- 
bers by manager Robert L. Hilton. 

The reports cover the period July 1, 
1957, to July 1, 1958, in which period 
in Iowa there were 8,037 new applica- 
tions and 3,802 renewals on which 
5,013 new assignments were made and 
3,802 renewals issued. Total policies 
in force as of July 1 were 7,894. 

Leading automobile BI writers in 
Iowa were Iowa Farm Mutual, State 
Farm Mutual, Allied Mutual Casualty, 
Employers Mutual Casualty, and State 
Auto & Casualty Underwriters. 

In Nebraska, 5,114 new applications 
and 2,114 renewals were processed 
from July 1, 1957, to July 1, 1958, on 
which 3,420 new assignments were 
issued and 2,114 renewals. Total poli- 
cies in effect July 1 were 5,001. 

Leading automobile insurers are 
State Farm Mutual, State Auto & 
Casualty Underwriters, Farmers Ex- 
change, Travelers Indemnity and 
Hartford Accident. 


Joyce Joins Secured 

John B. Joyce has joined Secured of 
Indianapolis as claims attorney and 
claims manager replacing Herbert W. 
Dick who has resigned and will return 
to New York City. 

Mr. Joyce started in insurance with 
Travelers in 1946 as an adjuster, the 
following year going with Capitol 
Indemnity of Indianapolis as assistant 
claims manager. He became claims 
manager in 1949 and vice-president in 
charge of claims in 1954. 


United F.4C. Names Thompson Co. 

Stuart G. Thompson Co. has been 
appointed general agent for the state 
of Washington for United F. & C. of 
Cedar Rapids, Ia. The Thompson 
organization will specialize in United’s 
“cover-all” contract packaging the 
standard automobile policy with ad- 
ditional coverages. 








NUMBER THREE IN A SERIES ON “UNDERSTANDING INSURANCE” 
(Reprints available in folder form) 


Insurance Efficiency 


For some reason, the insurance industry seems to have 
received little public recognition for its efficiency in 
delivering dependable protection to owners of all types 
of property in every section of the country. 


Yet this efficiency and reliability is one of the dis- 
tinguishing features of our private enterprise economy. | 


Privately-owned companies and agencies have devel- 
oped an unparalleled system of economical mass dis- 
tribution of millions of custom-tailored items (policies) 
each year. The system has been developed under highly 
competitive conditions, subject to close scrutiny of pub- 
lic authorities. Under this system, both “product” and 
services have been improved consistently. Today the 
insurance buyer gets more protection for his insurance 
dollar than ever before. 


In good times and bad, the insurance industry has 
demonstrated repeatedly its ability to meet stunning. 
disasters without impairing the security behind its 
policies. 


The companies, agents and brokers who comprise the 
insurance industry in America are not resting on their 
laurels. They are continually seeking, and finding, new 
ways of improving the efficiency of their operations, 
new ways of making it possible for property owners 
and others to obtain more protection for their insurance 
dollars. 
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THE LONDON GROUP 


THE LONDON ASSURANCE + THE MANHATTAN FIRE & MARINE 
GUARANTEE INSURANCE COMPANY © 


Executive Office 
55 JOHN STREET, NEW YORK 
Regional and Branch Offices 
SAN FRANCISCO « LOS ANGELES « CHICAGO « INDIANAPOLIS 
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Ours is an Agency Company first, last and always. No matter what the situa- 
tion may be—we want to help you! 
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Gomotinos. tho sdtuation CETS OUT OF HAND! 


Whenever you get that “head-for-the-tall-timber"’ feeling, why not call on us, 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 
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Comments On Inadequate Liability 
Limits; More Examples Are Given 


Several insurer and reinsurer ex- 
ecutives have commented on the ar- 
ticles in which liability underinsur- 
ance has been discussed by insurance 
executives. Two of these are presented 
herewith, along with additional cases 
in which the liability limits did not 
pay for the award or settlement so 
that insured had to contribute: 


The executive of a primary insurer 
which underwrites its business care- 
fully and then insists that its agents 
write high limits, adequate medical 
payments, etc., comments: 


I read your “Liability Limits Can 
Be Too High and Too Low; Pose a 
Real Problem” article in the Sept. 5 


issue of THE NATIONAL UNDERWRITER 
with a great deal of interest. 

Frankly, I was very much surprised 
to read that some in our business feel 
that: 

1. Many limits may be too high, es- 
pecially on the average automobile 
insured with little or no property. 

2. In the personal field, the proper 
and the only sound course appears to 
be to recommend limits no higher 
than 20/40 (or the tort death limit of 
the state) except to a prudent man 
with property. 

3. A young couple starting out in 








KUN D 


OF EXPERIENCE 


Can you use a good right arm? 


The man above is an engineer from The Fund Insurance Companies. 
Because he has a Fund of Experience he can serve as your right 
arm for obtaining new accounts and protecting your target lines from 
your competition. He offers the right answers on technical problems 
relating to accident prevention, industrial safety, fire rating and 


structural evaluation. 


Why not let your agency and your clients benefit from this Fund of 
Experience. Mail in the coupon below, or ask The Fund fieldman in 
your area to have an engineer from The Fund Insurance Companies 
pay you a call. In today’s highly competitive, highly complex insur- 


ance market, you can profit by his experience. 





# 


So 


Name 





To: THE FUND INSURANCE COMPANIES 
PRODUCTION DEPARTMENT * HOME OFFICE 
3333 CALIFORNIA STREET, SAN FRANCISCO, CALIFORNIA 


) would like to meet your FUND representative. 








Address 


City. 
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life with no estate should have limits | 
not to exceed 25/50 and not limits of | 
100/300. 

I don’t agree with these observa. 
tions at all. In making this statement 
I don’t mean that high limits should 
be written indiscriminately but I 
certainly do not feel that they shoulq 
be restricted to a pattern such as ex. > 
pressed by those who made the above 
statements. 4 

For quite a period of time we have 
urged the sale of adequate excess 
limits liability insurance particularly / 
on private passenger type automobiles 
but not necessarily on class 2 drivers * 
and I think that our doing so has 
operated to our advantage because 
our automobile liability excess limits 
loss results have been far better than 
our automobile liability basic limits | 
loss results. I am frank to admit that 
the day is approaching when we are 
going to need higher excess limits 
liability tables but again I say that 
our writing of excess limits generally 
on automobile liability business has 
helped us. 


x 


a 


A reinsurer executive writes: 

I have just read the first of several 
articles in the Sept. 5 issue dealing 
with the subject of liability limits. I 
have read the article with great in- 
terest, and I believe your position is 
well taken. 

One of the problems of insured and | 
insurance company is the fact that the | 
death limit in many states either has 
been eliminated or substantially in- | 
creased in the last few years. In Min- 
nesota, effective last year, the death 
limit was increased from $17,500 to 
$25,000; and believe me, certain re- / 
sponsible people had some difficulty in ; 
holding the limit at $25,000. The result 
is that most agents are now recom- ; 
mending minimum coverage of 25/50 
for bodily injury. The same is true in } 
other states, to a greater or lesser ex- | 
tent. 

One company indicated that in the | 
first six months of 1958, two-tenths | 
of 1% of their auto BI claims paid | 
exceeded $25,000, but these claims ac- 
counted for 12% of its total payments. | 
I imagine that this experience would | 
be much like that of other companies. 

oo * ok 

Automobile liability is not carried 
for the benefit of a third party, but 
for the legal liability of named in- 
sured. Overinsurance often is found. 
For example, a laborer or other indi- 
vidual is often sold higher limits. This 
individual has no other resources. | 
There are ways of ascertaining the | 
limits carried and these often deter- | 
mine the judgment. In California it 
has been ruled that plaintiff can in- | 
quire and discover the limits carried. | 

This overinsurance of this class of | 
persons is ammunition for plaintiffs’ 
attorneys. 

Underinsurance may be said to oc- | 
cur with other tyes of insured who | 
also have other resources which would | 

(CONTINUED ON PAGE 26) | 


Auto-Owners Names New 


Officers: Promotes Several | 


Auto-Owners has promoted two 
company officers: Donald C. Moulton, 
former treasurer, to vice-president; 
and Ralph E. Moulton, former assis- 
tant treasurer, to treasurer. : 

Orin C. Huffman, former accounting 
department manager, has been named 
head of a new electronics department. | 
Robert A. Rose succeeds Mr. Huffman 
as accounting manager. Bert E. Brady | 
has moved from rating analyst to 
actuary ané Harold L. Convis has 
advanced to statistician. 


— 
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Madden Is V-P: Two 
In American Moves 


American has elected Francis L. 
Madden vice-president. He will suc- 
ceed Fred H. Doenges, vice-president 
in charge of the head office bond, 
purglary and glass underwriting de- 
partment, on the latter’s retirement 
Nov. 1. 

In other changes, R. D. Duncan, 
superintendent, was named staff 
superintendent, and W. W. Lauber, 
assistant superintendent, was ad- 
vanced to superintendent of the de- 

ent. 

Mr. Madden began in 1935 with 
Pennsylvania insurance department. 
Later he was with Standard Accident 
for 16 years at Philadelphia where he 
advanced from special agent to bond 
manager. In 1954 he joined American 
as Philadelphia bond manager. 

Mr. Lauber began with the company 
as a bond underwriter at St. Louis in 
1946 and went to the head office 
surety division in 1950. He later 
became assistant superintendent of 
that unit and then was named to the 
same post in the bond, burglary and 
glass department. 


Southwestern Legal Center 
To Sponsor Meeting On 


Personal Injury Problems 

Personal injury litigation will be the 
theme of a meeting at Southwestern 
Legal Center in Dallas, Oct. 29-31. The 
annual institute will feature addresses 
by distinguished lawyers and medical 
experts. 

Legal topics and speakers slated 
include Albert P. Jones, Houston at- 
torney, “Preparation and Use of Medi- 
cal Testimony;” Frank J. Knapp, 
Houston attorney, “Medical Testimony 
and What the Trial Lawyer Can Do 
About It;” and Professor Harry Kal- 
ven Jr., University of Chicago law 
school, “The Jury, the Law and the 
Personal Injury Damage Award.” 

Faculty members of southwestern 
medical school of University of Texas 
at Dallas and other prominent doctors 
will present the medical topics. 

The program, presented by South- 
western Legal Foundation in coopera- 
tion with Southern Methodist Univer- 
sity school of law, is open to attorneys 
and others concerned with personal 
injury litigation. 


Chicago Insurance Buyers 
Hear Talk On Reciprocals 


Chicago chapter of American Soci- 
ety of Insurance Management, at their 
first monthly dinner meeting, heard 
Rudolf S. Christiansen, vice-president 
American Reciprocal Insurers, talk on 
“Reciprocals.” 

Mr. Christiansen outlined the devel- 
opment and operations of reciprocal 
insurers, describing in particular the 
functioning of his company. 


Cascade Names Two In Cal. 


Cascade, the affiliate of United 
Pacific, has appointed William S. Black 
special agent at San Francisco and 
ames M. Crowshaw Jr. special agent 
at Los Angeles. Mr. Black is being 
transferred from Spokane, and Mr. 
Crowshaw is joining Cascade -after 
having been with Continental Casual- 


Mass. Brokers Plan Annual 
Insurance Brokers Assn. of Massa- 
phusetts will hold its annual meeting 
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at the Sheraton-Plaza hotel, Boston, 
Oct. 7. Clement A. Riley, state regis- 
trar of motor vehicles, will address 
the luncheon session. 

Nominees for office are Franklin H. 
Nichols, Boston, vice-president, and 
James Cantor, Lowell, secretary-treas- 
urer. Other officers are renominated. 
Norman B. Hartnett, Framingham, 
Karl A. Johnson, Quincy, David J. 
Trombly, Indian Orchard, Henry C. 
Young Jr., Boston, and John H. Dyer, 
Cambridge, are new nominees to the 
executive council. 


August Fire Losses 
Show 3.7% Decrease 


Fire losses in the United States 
during August amounted to $75,491,- 
000, according to National Board. This 
represents a decrease of 3.7% over 
losses for August, 1957, and a de- 
crease of 6.5% from losses in July, 
1958. 

Losses for the first eight months of 
1958 totaled $737,508,000, an increase 
of 4.4% over the similar period in 


ll 


1957. For the first eight months of 1958 
and the two preceding years, losses 
were: 


ie ef .* 

Jan. 99,918,000 115,272,000 96,972,000 
Feb. 103,853,000 95,569,000 34,041,000 
March 102,722,000 104,565,000 89,315,000 
April 99,061,000 85,994,000 84,624,000 
May 85,633,000 79,045,000 87,681,000 
June 90,048,000 69,710,000 74,770,000 
July 80,782,000 77,814,000 68,752,000 
Aug. 75,491,000 78,364,000 74,930,000 

Total 737,508,000 706,333,000 661,085,008 


Surety Assn. of America has elected 
Commercial Union a member. 
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Connecticut General 
Holds Seminar For 
General Lines Men 


A three day seminar, sponsored by 
“You and Your Agency,” was attended 
by 35 general lines producers at the 
home office in Hartford. The objective 
of the seminar was to analyze various 
problems which general lines agencies 
have in common with the company 
and to develop solutions as well as 
exchange ideas. 


no matter the 
floor plan, there’s 


a package that fits 


Whether your client owns a ranch or split-level, 
colonial or cape cod, you can sell him better 
insurance coverage with the modern residential 
package policy. You can provide a blue-print 

for more complete coverage and at the same _ 
time offer the economy of modern merchandising. 


Louis Rosen Is Featured 


Featured in the seminar was a talk 
by Louis Rosen, president of Williams 
& Rosen, Little Rock agency, on in- 
tegration of the general insurance 
merchandising concept with Connecti- 
cut General’s process, and a discus- 
sion of general insurance account sel- 
ling by Arthur Lyons of Lyons, Weber 
& Co., New York brokerage firm. 
Stuart F. Smith, vice-president and 
director of Connecticut General, dis- 
cussed the service concept of selling. 

W. C. Field, Boston agent, discussed 
plans for the growth of a general in- 
surance firm and suggested that in- 
stead of hiring new account execu- 
tives, agents might do well to hire a 
skilled girl who could be trained to 
handle a large number of accounts 
by mail and telephone, enabling staff 
executives to spend more time on de- 
velopment of their business. 


For up-to-the-minute sales information write 
Multiple-peril department . . 
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Speaks On Cost Controls 


Aubrey L. Joyce, Connecticut Gen- 
eral vice-president and _ controller, 
spoke on cost controls and reminded 
the agents that each dollar spent on 
staff salaries automatically incurs 
additional expenses of between 50 cents 
and $1. Elmer L. Nicholson, 2nd 
vice-president of the company, spoke 
on business planning and growth and 
discussed the operation of the man- 
agement cycle. 

Carl T. Furniss, manager of the 
company’s Hartford branch, and Rich- 
ard A. Hess, director of field services, 
discussed selection and development 
of personnel. Mr. Furniss pointed out 
that too often brokers make the error 
of trying to fit the man to the busi- 
ness. In recruiting, he said, brokers 
should first answer the question of 
whether insurance is right for the 
man. 

William C. Smerling, manager of 
Connecticut General’s Madison Ave- 
nue, New York branch, and James R. 
Greaney, manager of the company’s 
Boston brokerage office, spoke on the 
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importance of perpetuating a gen- 
eral lines agency with respect to own. 
ers and key personnel. 

Mr. Smerling pointed out that a 
merger with another agency might 
be a solution and that “It is far better 
for you to make this choice while you 
are alive than for your estate to have 
to do so.” Mr. Greaney stated that 
the general insurance firm that takes 
no steps to attract and hold a stable 
working organization through a bene- 
fit program must pay the price jp 
terms of less profit to the owners 
while they are alive or to their fam. 
ilies after they die. Group insurance 
or pension programs are a great help 
in this respect. 

The failure of general insurance 
men to recognize their obligation to 
serve clients is a major problem of 
the insurance industry, Mr. Smith said 
in his talk. Men with problems need 
counsel and guidance in insurance 
matters. Counsel of quality is worth 
its hire. Those capable of giving it 
need never worry about losing their 
place in the sun, Mr. Smith concluded, 


NFPA Fall Meet Set 


National Fire Protection Assn. will 
hold its fall conference at Penn-Shera- 
ton hotel, Pittsburgh Nov. 17-19. Fire 
marshals from the U. S. and Canada 
will meet on Nov. 17. 

Firemanship training, educational 
programs, economics of industrial fire 
protection and proposed electrical code 
changes will highlight the program, 
Forums will be held on automatic 
sprinkler protection, hospital operating 
room safety, fire doors and windows, 
and extinguishers and extinguishing 
systems. 

Five new technical committee chair- 
men have been appointed: J. E. Trout- 
man of Factory Insurance Assn., atom- 
ic energy; J. R. DeHaven of Employers 
Mutual Fire, dehydrators and dryers; 
F. C. Saacke of Air Reduction Co. 
cutting and welding practices; C. L. 
Jones of Hercules Powder Co., coating 
manufacture; J. Howard Myers of At- 
lantic Refining Co., sectional committee 
on transportation of flammable liquids, 


Fla. Agency Names Lipman 


Robert Lipman has been appointed 
vice-president of Gabor & Co., agency 
at Miami. Mr. Lipman’s background 
includes management and sales, and 
he previously was in real estate. 


Reliance Appoints Woll 

Reliance has appointed Jack Woll 
state agent in Michigan to succeed 
H. Neal Lynch who resigned. His 
headquarters are in the McKay Tower 
buildiag, Grand Rapids. 


© 
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Liberal WC Court 
Decisions In Mich. 


May Change Rating 


LANSING—A new approach to 
compensation rating in 
Michigan is likely as a result of deci- 
sions by the ultra-liberal majority on 
the state supreme court, according to 


predictions here. 
Rates in the past have been adjusted 


| yearly through the compensation rat- 


ing bureau, with insurance department 
approval, with loss experience as the 
sole governing factor. The past 14 
months, however, have been marked 
by a succession of court decisions 
which liberalized effect of the com- 
pensation act, in some instances open- 
ing up opportunities for additional 
penefits in cases presumably closed. 
Recently it was disclosed that the 
compensation department had written 
to several hundred persons, advising 


| them that they might apply for addi- 


| 
| 
| 





tional benefits under the court’s re- 
vised interpretation of the act. 


All Risk 
Package 
Policy 


SINGLE PREMIUM 



















An ideal 
multiple-location 
policy for commercial and 
industrial risks. Includes all 
© physical hazards... plus broad 

b liability coverage, bonds, fringe 
\ benefits—usually subject to 
combined over-all 
deductible. 
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cover requirement. Specialists 





in tailor-made contracts. 
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115 WEST JACKSON BLVD 


WEbster 9-5535 
CHICAGO 


FkeNATIONAL UNDERWRITER. 


Exactly how rates can be fixed to 
care adequately for the shifting scope 
of the act, as reinterpreted by the 
court, presents an admitted dilemma. 
Some insurance spokesmen have esti- 
mated the effect of three decisions 
late last year to have been an increase 
of $8 million in compensation costs 
and there have been some other deci- 
sions of a similar character since then. 

The state has approximately 112,000 
employers subject to the act which 
covers some 700 types of employment. 
Any employer of three or more work- 
ers must come under the act, either 
through insurance or provision for 
self-insurance. Some of the largest 
employers, including the automotive 
“big three,” are self-insurers. 


Supreme Court Noted 


On the supreme court’s attitude in 
the matter, the Grand Rapids Press 
commented editorially on a July, 1958, 
decision in which “horse-play” was 
ruled out as a reason for denying com- 
pensation: 

“This ruling would seem to argue,” 
the editorial stated, “that the indivi- 
dual has virtually no responsibility for 
his well-being and that his employer 
has all of it. Carried to its logical 
conclusion, this decision could encour- 
age all sorts of reckless acts that could 
lead to death itself—with the employer 
in the position of not being able to 
avert such happenings but having to 
foot the bill for all the consequences. 
We don’t believe that either the public 
or the legislature would go along with 
any such cock-eyed theory ... The 
public, we believe, will accept the 
opinion that an employer should be 
responsible for any accidents incurred 
by his employes in line of work. It 
may even agree that when employers 
do not establish rigid enough physical 
requirements for their workers they 
must be responsible for injuries that 
result from natural physical weak- 
nesses in employes. But beyond this 
there is no reason to accept a philoso- 
phy that excuses employes entirely 
from having to take some precautions 
for their own safety. : 


Taking Another Look 


“We are mindful of the fact that a 
year or so ago Justice Talbot Smith 
was hailed nationally for the body of 
liberal opinion he was writing with 
respect to workmen’s compensation. It 
would seem to be time for the rest of 
the state to examine carefully just 
what Justice Smith has been doing, 
where it is leading us and whether 
we want to go as far in that direction 
as he intends to lead us and the 
supreme court.” 


Grand Nest Elects 


Mark A. Wells of Los Angeles 
was elected MLGG of Blue Goose at 
the Grand Nest at Alberta, Canada. 
He is publisher of the Insurance 
Journal. 

Other officers are E. C. Saulcy, 
Michigan state agent of Great Ameri- 
can, grand supervisor; Robert F. 
Stumpf, manager of General Adjust- 
ment Bureau at Paterson, N. J., grand 
custodian; William Stevens, Atlanta 
general agent, grand guardian; Frank 
A. Chandler, Canadian manager of 
Pearl, grand keeper, and Henry Maur- 
itson, Wisconsin state agent of Fire- 
man’s Fund, grand’ wielder. 

More than 600 attended the meeting. 
The 1961 annual will .be held at the 
Statler hotel, New York City, Aug. 
6-11. George P. Albiez, Newark man- 
ager of Pearl, and Philip M. Win- 
chester, New York independent ad- 
juster; will be co-chairmen. - 
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‘GENERALS 
Homeowner's Policy gave us a 
selling tool we couldn’t 

do without” 


Says William F. Kanwisher 
of Westwood, New Jersey 





























Mr. Kanwisher, of the Burton Agency, Inc., a General 
agency for 14 years, is sold on the competitive ad- 
vantages afforded by General’s policies. Here is what 
he has to say: 














“Over the years, General’s many competitive advan- 
tages, such as dividends, broad coverage and fast 
claims service, have combined to help us grow 
rapidly and profitably. The public likes the package 
insurance policy, and General’s Homeowner’s has put 
us in a top competitive position.-Once sold, this 
coverage is good for over three years. That means 
more time to sell... more time to increase our profits. 





















alone in 1957 and hope to substantially increase this 
volume in 1958. General’s competitive rate structure 
and broad coverage absolutely guarantees our 
future growth.” 


Write Dept. 413 for more facts about GENERAL 
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Stewart, Smith & Co., Inc. 


116 JOHN STREET 
NEW YORK 36, N. Y. 


consulting brokers 
to the insurance industry 
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For Agencies on the Grow- 


A PROGRESSIVE COMPANY 
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s< A leader in developing modern 
policies, <~ multiple line facilities, 
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Jv over half a century of dividends 
to fire insurar > policyholders. 





= NORTHWESTERN 
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N. Y. Amendment Now 
Gives Benefits For 
Hearing Loss In WC 


New York Workmen’s Compensation 
Board has issued an interpretation of 
a new amendment to the workmen’s 
compensation law that deals with 
occupational loss of hearing. The law 
became effective July 1. 

This substantially changes the law 
with respect to claims for occupational 
losses of hearing resulting from ex- 
posure to industrial noise. The law 
remains unchanged with respect to 
loss of hearing claims resulting from 
exposures other than those due to 
harmful noises, for example exposure 
to air pressure. 

Compensation for occupational loss 
of hearing is due and payable six 
months after separation from work for 
the last employer in whose employ- 
ment the employe was exposed to 
harmful noise at any time during 
employment. If the employe dies be- 
fore he is removed from the exposure 
for six months, a posthumous schedule 
award may be made. 


150 Weeks For Hearing Loss 


For complete permanent loss of 
hearing in both ears, the award is to 
be for 150 weeks, and the award for 
partial permanent loss shall be in the 
proportionate amount of total loss. The 
new article sets 150 weeks of compen- 
sation as the aggregate from all em- 
ployers for loss of hearing. 

Even though the employe is a party 
to, or beneficiary of, a welfare plan, 
pension plan, agreement or _ trust 
which provides that his benefits there- 
under shall be reduced by any WC 
benefits received, his award for loss 
of hearing shall be in addition to the 
benefits payable to him under such 
plan, agreement or trust. 

The last employer in whose employ- 
ment the employe was exposed to 
harmful noise is liable for the pay- 
ment of the total compensation due 
the employe for his loss of hearing 
caused by all of his employments in 
which he was exposed to harmful 
noise. The employe is not required to 
give notice to, or file claim against 
such prier employers. 


Exceptions Are Noted 


However, if the employer makes a 
pre-placement examination which 
shows that the employe has a pre- 
existing loss of hearing which might 
be due to a prior employment or 
employments wherein he was exposed 
to harmful noise and if such last 
employer gives written notice of the 
result of such pre-placement examina- 
tion to the prior employer or employ- 
ers within 90 days after the making of 
such examinations, the last employer, 
provided certain other conditions are 
also established, may require the prior 
employer or employers to reimburse 
him for that portion of the award 
which was the result of their employ- 
ment. 

No employe or his dependents shall, 
in the absence of substantial evidence 
to the contrary, be entitled to an 
award for occupational loss of hearing 
unless the employe shall have been 
employed in an employment in which 
he was exposed to harmful noise for a 
period of at least 90 days in New York. 


WC Rates Up InN. C. 


Commissioner Gold has approved 
increases averaging 6.3% in work- 
man’s compensation, recommended by 
Compensation Rating & Inspection 
Bureau of North Carolina. 

Of the increase, 3.2% was due to 
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increased medical, dental and hospital 
fees; 1% because of an assessment _ 
for the WC security fund, the first jn 
many years; and 2.1% because of un- 
favorable loss experience. 


Wimmer Is Aetna Fire | 


Manager AtHouston | 
Aetna Fire has advanced Robert Pp 
Wimmer from assistant manager to | 
manager at Houston. He has been | 
with the company since 1939, except 
for two years with a manufacturing 
concern. He spent 14 years in the 
home office inland and ocean marine | 
underwriting departments, where he 
advanced to the position of supervisor, | 
In 1955, he went to Houston as mar- 
ine superintendent and in 1958, he be- | ? 
came assistant manager. 


Reargue Travelers Health | 
Case vs FTC At Kansas City | 


The U. S. court of appeals for the } 
eighth circuit, sitting in Kansas City, 
heard rearguments in the case of 
Travelers Health vs Federal Trade 
Commission. The court now has the 
case under submission. 

It was originally planned to hear 
the reargument in St. Louis, but the | 
case went to Kansas City because the 
new air conditioning facilities in the | 
courthouse in St. Louis were not com- | 
pleted. 

Fraizer & Fraizer of Omaha, counsel | 
for Travelers Health, argued that the 
FTC has no jurisdiction in view of | 
the Supreme Court decision of June | 
30 and the federal court decisions in © 
the National Casualty and American | 
Hospital & Life cases. 


Jackson (Miss.). Agents 
Assn. Elects Zach Taylor 


Jackson (Miss.) Assn. of Insurance 
Agents has elected Zach Taylor Jr. as 
president. Also elected was Dallas | 
Cowan of the Cowan agency, vice- 
president. 





Personal Accident Protection 
for Select Risks at 
Modest Cost 
The same initials. 
The same management. 


The same old-fashioned friendliness 
and sympathic understanding. 


The same liberal contract 
at the same low cost. 


Only the name has been changed. 


Sowa Sate raseler 


MUTUAL ASSOCIATION 
Dutton STAHL, President 
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ry. 
Hie number of takers Is 
usually in direct proportion 
to the number 
of offers extended.” 

..Old Business Adave 


STATE FARM 


SO 


INSURANCE 
DIDNT KNOW | COULD 





ENJOY THE 


ie 


GAME OF THE WEEK 


This year the State Farm story is being told 1 billion-plus times 
and the local agent gets the benefit every time! 


Advertising is just one of many sales tools that State Farm uses. As that every one of our Career Agents can identify himself with it fully. 
in all selling, the basic idea is this: Assuming your sales story isa And in the end, it’s the local agent who makes the sale, writes the 
good one, then the more you tell it the more you sell. apps. Our agents are still the principal reason why our company 


The really unique feature of State Farm’s national advertising is leads the industry with over 5 million passenger cars insured. 


For Information on any aspect of State Farm operations, write Director of Public vege” 


Relations, STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY, 


Home Office: Bloomington, Illinois 
INSURANCE 


















“See, I told you, Ken: 
‘You can always count on a 


RELIANCE FIELD MAN!” 
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RELIANCE INSURANCE COMPANY 


401 Walnut Street, Philadelphia 6, Pa. 
Symbol of American Insurance integrity since 1817 
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Fire Cover Deductibles Are Outlined 


(CONTINUED FROM PAGE 2) 





| the credibility of fire statistics. 
| their view, deductibles are simply a 
| device for rate cutting. Since smaller 


| reduce agents’ 


| fundamentally 
| which are too heavy for the individual 
| property owner to bear. 


| absorbed 


| can be provided at a reasonable cost. 
| To do otherwise would prevent policy- 


holders from collecting their full loss 
and to a considerable degree would 
eventually take the company and its 
agents out of the business via the 
deductible route. 

Opponents also maintain that the 
business is crazy to encourage self 
insurance and thereby reduce its 
income and that of their agents. They 
say that a deductible plan destroys 
In 


risks are often not in a position to 


| take advantage of deductible plans, 
| they are discriminated against, critics 
| maintain. 


Finally, 
Kelly, they assert 


according to Mr. 
that deductibles 
commissions without 
any corresponding decrease in their 
work. 


| Objections Are Answered 


In answer to these objections, Mr. 
Kelly explained that insurance is 
intended for losses 


To insure 
loss which can be readily 
is uneconomic, since the 


against 


| insurer must add its administrative 


costs to the losses in determining 
premiums. An insurer must provide 
coverage at the lowest possible cost 
and should welcome every procedure 
which, will help achieve that aim. 

Mr. Kelly asserted that separate 
statistics can and should be maintained 
on deductible business and that if fire 
statistics now kept are seriously im- 
paired, the fault is that of the statis- 
ticians. Present statistics are of limited 
value for rate making under most 
rating plans, he added. 

He said that under a proper deduc- 
tible plan, the credit is proportionate 
to the savings in loss and expense. 
With adequate statistical material and 
competent actuaries, the calculation 
of such credits is easier than the 
determination of the original rate. He 
added that a good deductible plan 
should provide sufficient range of first 
loss retentions to be applied to both 
large and small risks, in which case 
there is no discrimination. Finally, 


agency commissions in the fire field 


GRIFFITHS, 


175 W. Jackson Blvd. 
WaAbash 2-7577 
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EXCESS 





T. C. Anderson, V.P. 


FIRE—LIABILITY—ALL RISKS 


Inquiries Invited 


have never reflected the amount of 
work done by the agent. If they diq} 
the large buyer of insurance woulq 
probably be in line for substantia}! 
rate reductions, he suggested. 

Mr. Kelly said that his organization. 
began writing deductibles in December. 
1939, and the first filing provided a 
credit of 20% for a $25,000 deductible. 
As experience was accumulated, the 
range of deductible was steadily ex. 
panded with appropriate rate credit. 
As of Dec. 31, 1955, 14.8% of Factory 
Mutuals’ standard business was in- 
sured under deductibles and by Dec. 
31, 1957, this had risen to 24.7%. 
which represents more than $14 
billion of liability on this basis. The 
most popular loss retentions are $5,- 
000 and $10,000, but there are many 
policies written with deductibles of 
$1,000 or less, and some with reten- 
tions of $100,000 or more. 

He noted that under his organiza- 
tion’s rating formula, it is possible to 
determine what part of the rate for 
any risk is allocated to payment of 
losses and what part for the payment 
of expenses. Credits for the use of 
deductibles are given only against the 
loss portion of the rate, and the full 
expense loading is continued, since 
such risks receive the same inspection 
and engineering service as those on 4 
full coverage basis. 

In order to work out the proper 
credits, a study was made by Mr 
Kelly’s organization of all its losses by 
size from 1940 to 1952. From this 
study it was possible to determine the 
exact amount by which losses would 
have been reduced by the various 
sizes of deductibles, ranging from 2.5% 
of the loss cost for deductibles of $50 
up to 97% of the loss cost for deduct: 
ibles of $10 million or more. Provisiot 
is made for further adjustment in th 
credits based on the ratio between thi 
amount deductible and the amount o 
insurance per location. 


No Unfair Advantage 


By this plan, consideration is no 
only given to the size of the deductibl 
itself, but also to its relationship to th 
value of the property insured at th 
location in question. Separate statistic 
are maintained on deductible busines: 
and the deductible coverage produce 
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and the deductible coverage produces 
an experience comparable with that 
of other business written on the full 
coverage basis. It is the rating plan’s 
objective to see that the risk insured 
on a deductible basis pays the proper 
premium for its coverage and that it 
js given no advantage over other risks 
written on a full coverage basis. If 
a risk written on a deductible basis 
should have an average experience in 
the coming year, its cost would be 
roughly equivalent to what it would 
pay on a full coverage basis, taking 
into account losses which it would 
have to pay itself under the deductible. 
It can only profit by improving its 
own loss experience so that it is better 
than average, Mr. Kelly explained. 


Notes One Difference 


He noted that one difference be- 
tween his companies’ situation and 
that of other insurers is that the 
Factory Mutual Rating Bureau, which 
makes the rates for full coverage, also 
makes the rates for deductible protec- 
tion. This bureau acts as statistical 
agent for the companies and secures 
complete and detailed reports from 
them on their experience, full coverage 
and deductible. The bureau reviews 
all its rates each year as experience 
data is accumulated and makes any 
changes indicated by such study. 
Changes in the credits for variou: 
sizes of deductibles are certain to be 
made as the larger volume of business 
on a deductible basis gives the experi- 
ence data more credibility. 


Freedom Of Choice 


In adopting a range of deductibles 
from $50 to $10 million, Factory 
Mutuals intended to provide deductible 
coverage in an appropriate amount 
for every policyholder who desires it. 
The policyholder is completely free to 
decide for himself how much loss he 
is willing to retain. More than 75% of 
these policyholders prefer insurance 
on a full coverage basis, but as trustees 
for all policyholders, the companies 
make it possible for them to purchase 
their insurance on whatever basis they 
wish, as long as it is in accord with 
sound actuarial principles. In any case, 
the policyholder must pay his proper 
share of the cost of providing his 
protection. 

Factory Mutuals’ deductible plan 
presently is approved in all states 
except Texas. At present the Kentucky 
department has under consideration 
the question of whether its present 
approval of the deductible filing should 
be rescinded. A decision is expected 
this fall. Louisiana, Oklahoma and 
Arkansas all held special hearings to 
consider the matter, and in each case 
they approved the filed plan for 
establishing rate credits for deductible 
coverage. It may, therefore, be said 
without qualification that the plan 
has been overwhelmingly approved by 
state insurance departments. The plan 
proposed by Chubb & Son has been 
filed and approved by 39 states, Mr. 
Kelly said. 


Will Become Quite Common 


: In his opinion, the use of deductibles 
in fire insurance will be quite common 
in five years. He does not feel that all 
policyholders will want to. purchase 
their insurance on a deductible basis, 
or that mandatory deductibles should 
be imposed whether policyholders 
want them or not, with the exception 
of certain types of coverage where it 
Is obviously essential that mainten- 
ance losses be eliminated. 

The policyholder should, and will, 
have his choice, and if he is willing to 
assume a first-loss without insurance 
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there is no sound reason why the 
insurer should not provide coverage 
on that basis, making appropriate 
reduction in the rate. Insurers must 
meet problems in this regard. But he 
is confident the business will solve 
them. In the last analysis, it is the 
buyer of insurance who will make the 
decision. If customers want deductible 
coverage, it is up to insurers to provide 
it on a sound and equitable basis, in 
Mr. Kelly’s opinion. 


Wolf Joins General F.&C. 


Richard J. Wolf has joined General 
Fire & Casualty 
as manager of the 
New York casualty 


department. 
Mr. Wolf is a 30- 
year man in in- 


surance, having 
been with Ameri- 
can Casualty, 
Crum & Forster 
and, most recently 
in charge of coun- 
try-wide casualty 
operations of 
American Equity. 





R. J. Wolf 


Blue Ridge To Move; 


Dalton Is Chairman 


Directors of Blue Ridge of Shelby, 
N. C., will recommend to stockholders 
at a meeting Oct. 7 that the home 
office be moved to Charlotte. 

Henry L. Dalton has been elected 
chairman. He is also chairman of 
Wachovia Bank & Trust Co., Charlotte, 
and vice-chairman of American Vis- 
cose Corp. John S. Lemmon, territorial 
supervisor of Blue Ridge operations in 
Kentucky and Tennessee, was elected 
assistant secretary. 

An operating profit of $47,340 was 
reported for the seven months ending 
July 31, compared with a loss of 
$44,300 for the same period last year. 


Jones Is V-P Of Resolute 


Val T. Jones has joined Resolute as 
vice-president in charge of advertising 
and public relations. He was most 
recently executive vice-president of 
National Independent Automobile 
Dealers Assn., and prior to that had 
been editor and publisher of Auto 
Week, trade paper for automobile 
dealers. 
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Rees Is Advertising 
Assistant Of F. & D. 


A. MacDonald Rees has joined the 
advertising department of Fidelity & 
Deposit as assist- 
ant to S. C. Doolit- 
tle, manager. 

Mr. Rees _ has 
been public rela- 
tions director of 
Air Products, Al- 
lentown, Pa., since 
1956. Before that 
he was manager of 
publications at Le- 
high University. 
He was with the 





Bethlehem (Pa.) 
Globe Times for A. MacDonald Rees 
three years. - 


Port Angeles Agents Elect 

Marcus L. Ralston, Port Angeles, 
Wash., has been elected president of 
Clallam County Imsurance Agents’ 
Assn. Other new officers are S. C. 
Tozier, vice-president, and William H. 
Wenner, secretary-treasurer, both of 
Port Angeles. 











? “g EXCESS LIABILITY ANY NATURE ® 
FORMS OF LIABILITY INSURANCE ¢ 
OVER-AGE PERSONAL ACCIDENT ® EXCESS MOTOR TRUCK CARGO * INLAND MARINE * REINSURANCE 


MARKET FACILITIES HELD THE CLIENT 
Y thanks to Illinots R. B. Jones! 


we > 


™ Complete service spelled success for this agent. He was able to hold 
an important client by offering him immediate coverage on a shipment 
of volatile liquefied petroleum gas. The agent’s source for accurate swift 
placement and high binding authority? Illinois R. B. Jones... offering 
a winning combination of service, market facilities, speed. 

He also knows from experience that his complete service keeps com- 
petitors away and, just as important, opens the door for seeing 
competitor’s clients! 

Why not make this agent’s experience your gain? Place your next 
Lloyd’s risk through this unparalleled source. 


ILLINOIS R. B. JONES Inc. 


FIRE AND ALLIED COVERAGES 
MALPRACTICE LIABILITY ® 


175 West Jackson Boulevard 
Chicago 4, Illinois 
WaAbash 2-8544 


COME AND SEE US AT THE NAIA CONVENTION IN NEW ORLEANS 
WE'LL BE AT THE JUNG HOTEL, OCTOBER 5 THROUGH 8 


612 Gary National Bank Building 
Gary, Indiana 
TUrner 5-3432 
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For complete protection with 
complete confidence consult the 
agent who represents Royal-Globe! 


The Royal-Globe agent in your community is a rather special man in 

the insurance field. He represents one of the largest fire, marine and 

. casualty insurance groups in the world. He represents a group that has 
served America for well over 100 years with an exceptional record of’ 
efficiency and integrity. And most important, he represents the group that 
offers insurance to meet every industrial, commercial and domestic 
requirement—except life. Whatever your insurance needs or problems, 

: consult the man who represents ROYAL-GLOBE and get complete 

: protection with complete confidence. 


'- |ROYAL-GLOBE 


es INSURANCE GROUP 


New York 38. N. Y. 


CASUALTY + FIRE > MARINE » SURETY 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTO. 
ROYAL INDEMNITY COMPANY - GLOBE INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN INSURANCE COMPANY + THE BRITISH & 
FOREIGN MARINE INSURANCE COMPANY LTD. - THAMES & MERSEY MARINE INSURANCE COMPANY, LTO. 
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Convention Dates 





Sept. 30, National Assn. of Insurance Com- 
missioners, Zone IV, Leamington Hotel, 
Minneapolis. 

Oct. 1-3, Society of CPCU annual, Roosevelt 
hotel, New Orleans. 

Oct. 2-3, National Assn. of Insurance Com- 
missioners, employe health and welfare 
programs subcommittee, Illinois insurance 
department, Chicago. 

Oct. 4, National Assn. of Insurance Com- 
missioners, fictitious groups, fire, casualty 
and surety subcommittee, Roosevelt Hotel, 
New Orleans. 

Oct. 5-8, Conference of Mutual Casualty 
Companies, annual, Chalfonte-Haddon Hall, 
Atlantic City. 

Oct. 5-8, National Assn. of Mutual Insurance 
Companies, annual, Chalfonte-Haddon Hall, 
Atlantic City, N. J. 

Oct. 6, National Assn. of Insurance Com- 
missioners, regulation of advertising sub- 
committee, Edgewater Beach Hotel, Chicago. 

Oct. 6-7, Conference of Actuaries in Public 
Practice, Morrison hotel, Chicago. 

Oct. 6-8, National Assn. of Insurance Agents, 
annual, New Orleans. 

Oct. 12-15, National Assn. of Casualty & 
Surety Agents and National Assn. of Cas- 
ualty & Surety Executives, Greenbrier hotel, 
White Sulphur Springs, W. Va. 

Oct. 17-18, New. Mexico, Insurors, annual, 
LaFonda hotel, Santa Fe. 

Oct. 19-21, Illinois Assn. of Insurance Agents, 
annual, Morrison hotel, Chicago. 

Oct. 19-21, North Dakota Assn. of Insurance 
Agents and Insurance Federation of North 
Dakota, annual, Clarence Parker Hotel, 
Minot. 

@ct. 19-21, Maryland Assn. of Insuranee Agents, 
annual, Emerson hotel, Baltimore. 

Oct. 19-21, Missouri Assn. of pane Agents, 
annual, Coronado hotel, St. Louis. 

Oct. 20-21, Arizona Assn. of Insurance Agents, 
annual, Pioneer hotel, Tucson. 

Oct. 20-21, Insurors of Tennessee, annual, 
Claridge hotel, Memphis. 

Oct. 20-22, Western Underwriters Assn., an- 
nual, Greenbrier hotel, White Sulphur 
Springs, W. Va. 

Oct. 20-22, National Assn. of Mutual Insurance 
ome, ‘annual, Commodore hotel, New York 
ity. 

Oet. 22-24, Kansas Assn. of Independent In- 
surance Agents, annual, Broadview hotel, 
Whichita. 

Oct. 23-25, Colorado Insurors, annual, Broad- 
moor hotel, Colorado Springs. 

Oct. 26-28, Missouri Assn. of Farm Mutual 
Insurance companies, annual, Governor ho- 
tel, Jefferson City. 

Oct. 26-28, Ohio Assn. of Insurance Agents, 
annual, Columbus. 

Oct. 27-29, California Assn. of Insurance 
Agents, annual, Sheraton-Palace hotel, San 
Francisco. 

Oct. 27-28, Health Insurance Assn., individual 
insurance forum, Drake hotel, Chicago. 

Oct. 28-29, Massachusetts Assn. of Insurance 
Agents, annual, Sheraton Plaza hotel, Boston. 

Oct. 28-29, South Carolina Assn. of Insurance 
Agents, annual, Francis Marion hotel, 
Charleston. 

Oct. 30, Connecticut Assn. of Insurance Agents, 
annual, Statler-Hilton hotel, Hartford. 

Nov. 6-7. Kansas Assn. of Mutual Insurance 
Companies, Newton. 

Nov. 16-18, Kentucky Assn. of Insurance 
Agents, annual, Kentucky Hotel, Louisville. 

Nov. 17-19, Indiana Assn. of Insurance Agents, 
annual, Claypool Hotel, Indianapolis. 

Nov. 20, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 

Nov. 20-21, Conference of Mutual Casualty 
Companies, accounting and statistical, office 
methods, and personnel conferences, Conrad 
Hilton hotel, Chicago. 

Nov. 24-26, National Assn. of Independent 
Insurers, annual, Hotel Fontainebleau, 


Dec. 10, Eastern Underwriters Assn., annual, 
Biltmore hotel, New York City. 


Dee. 15-19, National Assn. of Insurance Com- 
—. midwinter, Roosevelt hotel, New 
rleans 


Dec. 28-29, American Assn. of University 
Teachers of Insurance, annual, LaSalle hotel, 
Chicago. 


Seek PHD Rate Cut In N. C. 


Commissioner Gold has tentatively 
scheduled a public hearing for Oct. 7 
on a filing by North Carolina Fire 
Rating Bureau proposing a 6.12% av- 
erage decrease in auto PHD rates. 

While the bulk of the proposed 
change is in collision, some changes 
are proposed in rates on comprehen- 
sive, fire and theft and combined ad- 
ditional coverages. The bureau also is 
asking for permission to reduce the 
experience rating period from three 
to two years and to earmark 1% of 
the premium for non-collision cata- 
strophic losses. 
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| Company Rate, Rule Form Deviations 
| In Michigan Listed By Agents Assn. 


all the information 


A list of current company deviations buildings homeowners form; special you need to make fast, 
from rates, rules and practices from gas and electric utilities form; family t seed 
Michigan Inspection Bureau has been protection policy; merchants protection accurate, appraisals o 
compiled by the Lansing office of policy. t iia iiiiaiiine 
Michigan Assn. of Insurance Agents. Covington Mutual: 15% reduced auto collision Gamage. 

Ww. O. Hildebrand, secretary-man- rates. 
ager of the Michigan association, fora Cream City Mutual: 15% reduced 
number of years has been producing rates, 





deviation lists for the membership. 
He has given permission for reprinting 
of the current list as an item of general 
interest. 
Aetna Casualty: Explosion 
jability; water damage. a 
Aetna Fire: Fire legal liability. 
| Affiliated FM: Wholly owned stock 
affiliate of Factory Mutuals; indepen- 
dent forms and rating schedule. 
Allstate: Subscriber to bureau ex- 
cept for class rated dwellings, home 
owners, apartments and trailer homes; 
dwelling rates about 20% lower than 
| bureau term rates; homeowners A&B 
about 10% less than bureau (no home- 
owners C); 15% deviation on mercan- 
tile and manufacturing risks; deduc- 
tible plan; premium payment plan. 
American Auto: Special comprehen- 
sive dwelling coverage. 
American Casualty: Reduced mini- 


Druggists Indemnity Exchange: 25% 
reduced rates. 

Employers Mutual Casualty: 15-20% 
reduced rates for certain classes. 

Farm Bureau Mutual: 15% reduced 
rates; no minimum premium for blan- 
ket farm personal property; $3 flat 
charge for TV antenna wind inclusion; 
$3 flat charge for all risk glass cover- 
age in dwellings and farm residences. 

Farmers Mutual Fire (Dowagiac): 
20% reduced rates on dwellings; 15% 
on all other; independent farm forms 
and rates. 

Federal, Sea and Vigilant: Demoli- 
tion and limited increased cost of 
construction; depreciation coverage; 
lessee and/or increased cost of con- 
struction liability; deductible plan; 
valued business interruption; special 
rates and form for housing projects; 
commercial property policy; additional 


SPEEDS ESTIMATING TIME. Estimates 
can be made or checked faster with 
Motor’s easy-to-read, easy-to-use 
CRASH BOOK SERVICE MANUAL than 
with any other pricing system. 


legal 





FREQUENT, PROMPT, UP-TO-DATE RE- 
VISION SERVICE on parts prices and 
flat rates make for more accurate, on- 
the-spot appraisals. 











MAKES PARTS IDENTIFICATION EASY. 
Supplies the greatest available num- 
ber of parts pictures, frame dimen- 
sions and major assemblies . . . plus 


| mum premium on manufacturers out- perils endorsement for commercial complete information for, identifying 
| put policy. p ist Fire: 20% re- propenty. car models and body styles. 
American Druggis ire: 0 Federal Mutual: 16 2/3% reduced 


duced rates; writing limited to drug 

trade. 
| American Hardware Mutual: Multi- 
| ple peril implement dealers floater. 


rates, except farm. 

Fire Insurance Exchange: Up to 15% 
reduced annual rates; no term rule; 
$2 membership fee; special dwelling 








Write today, for full information —to: 


American Motorists: Deductible package. 
Reciprocal Insurors: Pre- B... ~ s Fund: Vacation rain in- 250 West 55th Street, New York 19, New York 
r ferred risks written on independent porists Mutual: 15% reduced rates: PUBLISHED BY THE HEARST CORP. 
form and rating plan. ’ 








special wind and hail additional peril 
endorsement. 

Frankemuth Mutual: 15% reduced 
rates except farm: independent farm 
forms and rates. 

Fremont Mutual: 
cancellations. 

General of Seattle, First National: 
Commuted premium payment plan; 
deviated replacement cost; deductible 
plan; special dwelling package; 49D or 





American States: Mercantile build- 
ing and contents broad form. 

Anchor Casualty: 20% reduced rates 
for auto filling station package; special 
motel policy, about 20% reduced rates; 
special automatic laundry owners 
policy; special coverage endorsement 
(all risk). 

Associated Factory Mutuals: A dozen 
or so large eastern mutuals filing 


“Service Beyond The Treaty” 


Intelligent Reinsurance Analysis 


FIRE - CASUALTY - TREATY - FACULTATIVE 


REINSURANCE. 4 ss du 
A 


CHICAGO 6, ILLINOIS - 309 W. JACKSON BLVD. - WABASH 2-7515 


No short rate 








ae lt gag through separate 495 applicable to special motel policy. 
Ailantio-Centennial: © Deductible _.cT*"ee** Mutual: 15% reduced 


rates. 

Granite State and New Hampshire: 
Broad form camp coverage; special 
motel policy. 

Great American group: Agreed 
amount endorsement for housing proj- 


plan; depreciation cover; replacement 
cost; special all risk dwelling; special 
coverage endorsement (all risk). 
Austin Mutual: 15% reduced rates. 
Auto-Owners: Broadened theft for 
homeowrers A&B. 


ts. 
Badger Mutual: 15% reduced rates “ i : 
‘except wind; government housing proj- Great Central: Monthly premium 
payment plan. 


ect forms; reduced minimum premium 
for auto filling stations; multiple loca- 
tion form deviation. 

Barry and Eaton Mutual (Char- 
lotte): 15% reduced rates except farm 
property. 

Boston and Old Colony: Broad form 
camp coverage; special motel policy. 

Buckeye Union: Reduced deductible 
rates for office contents, 49D, AEC; 
| added coverage on money. 
| Brotherhood Mutual: 35% reduced 


Guarantee Mutual: 15% reduced 
(CONTINUED ON PAGE 34) 














WOLVERINE’S HOSPITAL, SURGICAL, 44> MEDICAL EXPENSE POLICY . .. 


Easy to know and easy to sell... 
Flexible — available for an individ- 
val, couple or family, with a choice 


Brings additional Commision $$$ 
to progressive fire and casualty 
agents taking advantage of this 


rates, 


Cambridge Mutual: 15% reduced 
rates. 

Central Mutual: Consequential loss 
from freezing; dry cleaners additional 
peril coverage. 

Church Fire: 20% reduced rates; 
quarterly premium payment plan; 
comprehensive church policy; writings 
confined to church property, principal- 
ly of Episcopal faith. 

“oom Mutual: 35% reduced rates; 
confined to church property, 
principally of Lutheran faith. 

Continental Casualty: Reduced rate 


of benefits, age groups 19 thru 84, 
all children included for one pre- 
mium charge under family coverage. 
Pays for Hospital room and board 
with a weekly indemnity. Pays for 
Surgical operations and Doctor calls, 
according to schedule, at Hospital, 
Doctor's Office or Home. 


the Battle Cucels Companies 
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WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 








opportunity to sell hospital insur- 
ance. Wolverine, a 40 year old 
multiple-line stock company, car- 

ries a line of basic Accident and 
Sickness policies designed partic- 
ularly for fire and casualty agents. 

It’s time to say “Yes, I’m selling 

A & S." 

For further information contact the 
Agency-Sales Department. 

WOLVERINE INSURANCE COMPANY 
FEDERAL LIFE AND CASUALTY COMPANY 
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DEPENDABLE AGENCIES 


The magnificent business and 
industrial growth of Detroit has 
made it one of the most impor- 
tant commercial centers of to. 
day. 


The agencies listed here are re. 
liable, dependable firms which 
exist to serve your every need, 
They are at all times at your 
service—to fill your every need 
is their pleasure. 








BYRNES-McCAFFREY, Inc. 


INSURANCE 
BONDS 


Telephone Woodward 2-0200 


1534 E. JEFFERSON DETROIT 7 








MICHIGAN INSURANCE AGENCY 
WALTER B. CARY, PRESIDENT 


SERVING THE MICHIGAN PUBLIC 
SINCE 1908 


1300 BOOK TOWER TEL. WO. 1-3166 


“Underwriters of all forms of Insurance” 











Leslie R. Hamann 
INSURANCE 
OF ALL KINDS 


INCLUDING LIFE INSURANCE 


THE HAMANN AGENCY 
1848 Buhl Building 


Detroit, Michigan 
Woodward 1-8888 











GUARDIAN UNDERWRITERS 
INC. 
1320 W. McNichols Road 
DETROIT 35 
Specialists All Forms of Insurance 


UNDERWRITING FACILITIES AVAILABLE TO 
MICHIGAN AGENTS 
Diamond 1-4900 











C. M. VERBIEST AND 


ASSOCIATES 


ADMINISTRATIVE AGENTS— 
M.A.1.A. GROUP PLANS 
a 
WOODWARD 5-3883 
2210 PARK AVE. DETROIT 








An Original Member of the Michigan Association 
of Insurance Agents 


Grow —Sumner—Englebert 
~ Agencies 


J. Alfred Grow, Jr. — Robert J. Grow 
Robert W. Sumner — Walter E. Luckenbacher 
Edwin S. Englebert—Harold M. Blossom 
O. A. Campbell — Wm. Hogan — Jack Muma 
Howard H. Lawrie — Robert Adams 
Murray W. Sales — Robert Tapert 


DIME BUILDING DETROIT 


WOodward 1-9363 











Cruickshank, De Cou and Suliburk 
General Insurance and Surety Bonds 
FOX BUILDING DETROIT 1 


WOODWARD 1-6942 








GORMAN & THOMAS, INC. 


Insurance of Every Form 


2nd Floor MAJESTIC BLDG. 


Frank A. Gorman, Pres., Edward A. Stenger, Vice-Pres. 





WILLETTE & HUGHES, INC. 
INSURANCE 
509 FREE PRESS BUILDING 


DETROIT 











BOSQUETT & COMPANY 


L. William Ferguson, Chairman of Board 
J. Charles Markley Jr., President 
Thomas W. McMahon, Vice Pres. & Sec. 
Henry C. Nimtz, Vice Pres. & Treas. 
Lyle Keiser, Director 


1936 GUARDIAN BLDG. 
TEL. WO. 2-2500 


| 

















ROBERT S. KING CHARLES A. RAMSAY 


KING AND RAMSAY 


General Agents 
Western Fire Ins. Co.— Western Cas. & Surety Co. 


17th Floor David Stott Building 
Telephone Woodward 3-4032 








ESTABLISHED 1905 


Michigan Investment Agency 
INSURANCE 


1104-6 Industrial Building, Detroit 26 
WOODWARD 1-3414 











The Maxwell Underwriters, Inc. 
INSURANCE AND 
SURETY BONDS 


3162 Penobscot Building DETROIT 
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Archie Barnich Heads Mich. 





Adjustment Practices And Agency System 
Get Thorough Review At Michigan Meeting 


Maynard W. Whitelaw, assistant 
general manager of Western Adjust- 
ment, and John S. Bickley, professor 
of insurance at Ohio State University, 
speaking at the second business session 
of the Michigan Assn. of Insurance 
Agents’ annual meeting in Grand 
Rapids, gave the members information 
and ideas worth the price of admission 
for the whole convention. 

Mr. Whitelaw made an_ earnest, 
forceful and compelling case for tighter 
claim adjustments, backing his argu- 
ments with statistics and case ex- 
amples. Professor Bickley covered an 
immense area of trends, sales ideas, 
survey results and general information 
affecting the agency system. 


Establishing A Niche 


Each part of the insurance industry 
has worked to establish its own niche, 
Mr. Whitelaw said, and the defection 
or failure of any part adversely effects 
all others. Poor experience of the 
companies in recent years has put the 
spotlight on claims and problems in 
adjusting, and it was clear from Mr. 
Whitelaw’s remarks that he believes 
considerable improvement is possible. 

The speaker made it plain he was 
not attempting to sell the idea that 
Western Adjustment should handle 
every loss in its territory, observing 
that it would be a physical impossibil- 
ity anyway. However, he did urge that 
every loss be inspected and if any 
produced questions they be referred 
to an adjuster so that the agent could 
keep out of the middle. 

Mr. Whitelaw said 80% of all losses 
in number are for less than $100 and 
are equal to up to 28% of the dollar 
amount paid, this coming to something 
like $800 million in 1957. These small 
losses are not an unimportant part 
of the total to be left to the whim of a 
contractor, he pointed out. 


An Erroneous Tradition 


The tradition has grown up that 
agents can handle small losses, but 
this practice developed before the 
more complicated coverages came on 
the scene and before the public be- 
came as claim conscious as it is. The 
idea of telling the insured to “get it 
fixed and send me the bill” is not 
sound business, Mr. Whitelaw declared. 
It may make a big shot out of the 
agent, but he wondered what the 
public would think of companies that 
let a contractor do the adjusting. This 
is a luxury the insurance business 
cannot afford. 

Auto glass losses alone are a $200 
million item, Mr. Whitelaw said, citing 
a number of cases to indicate that 
by inspection and follow up tremen- 
dous savings could be made. 

He urged the agents to exercise 
some control over loss adjustment 
practices, not to assign business on 
the basis of an adjuster who pays the 
most or to refuse to assign it to one 
who declines payment where there is 
no liability. This sort of thing demor- 
alizes the adjusting forces and almost 
makes it mandatory that an adjuster 
overpay or pay when he should not in 
order to get his share of the business. 

It was observed by an agent from 
the floor that Mr. Whitelaw has made 


out quite a case against agent handling 
of losses, but agents are not always 
guilty of failure to inspect. Sometimes 
even adjusters from Western do this, 
he said. Mr. Whitelaw admitted that 
he had heard of such things, even at 
Western, but for the record wanted it 
known that wherever this is discovered 
such an adjuster will be discharged 
“forthwith.” 

Prof. Bickley accompanied his re- 
marks with a series of slide films of 
considerable imagination and intrigue. 
The slides mostly were advertisements 
that Mr. Bickley had clipped from 
magazines and were aimed at relating 
to his points, although sometimes the 
connection was not immediately ap- 
parent and called for the audience 
to keep on its toes. 


Discussing “The Anatomy of an 
Agent,” Mr. Bickley said one of the 
main components should be optimism. 
He said he thinks the position of an 
agent, both financially and prestige- 
wise will increase. In the next few 
years there will be fewer people in 
the working ages and one of the side 
effects of this will be a proportionate 
decrease in the number of agents— 
manpower to market the insurance 
product will be scarcer. 


Professional knowledge of the agent 
will increase, partly of necessity be- 
cause the public is becoming more 
sophisticated about insurance. 

People in the future will be willing 
to spend more for insurance, Prof. 
Bickley said, as the discretionary 
spending level rises. Economists pre- 
dict that the amount of money avail- 
able for other than necessities of life 
will increase sharply in the next few 
years, and as more money is spent on 
insurance, the public will want more 
service for it. Agents should realize 
that when people spend as much as 
they do on insurance, they should have 
a good feeling about it, the professor 
said. That is, the buyers should have 
the idea that they have bought the 
best there is. Partly this can be 
accomplished by reselling the client 
when he is contacted at least once a 
year for renewal. 


The question has come up as pack- 
age policies begin to take over as to 
what advice a buyer might need, 
especially buyers in the lower income 
level. Agents are in competition with 
mail order companies, direct writers 
and other types of merchandising, and 
the speaker predicted that the in- 
dependent agency system might have 
to move more into the commercial mar- 
ket and into the higher income market. 
This brings up the question of whether 
there are enough commercial accounts 
to go around. It was Prof. Bickley’s 
prediction that the trend will be to 
fewer but larger agencies with special- 
ists for each type of problem and 
coverage. 

Prof. Bickley asked his audience if 
it was willing to face reality. Among 
the things which must be recognized, 
he said, are: 

—Changes in insurance distribution 
with an increasing move to modify 
agency plans; 

—The fact that direct writers ed- 
ucate their agents, sometimes better 
than can be done by the regular agency 


Become Politically 
Minded, Worgess 
Tells Mich. Agents 


Something new in the way of a 
presidential report was delivered by 
Russell V. Worgess, Battle Creek, the 
retiring president of Michigan Assn. 
of Insurance Agents, whose remarks 
were entirely along the theme of more 
participation by agents in politics. 

Mr. Worgess is mayor of Battle 
Creek, and he said he has been asked 
frequently why, with a good agency 
going for him, he should get into 
politics. He observed that heroes are 
made of church workers, fund raisers, 
and others engaged in civic activity, 
but the politicians get sneers and 
sidelong glances. Too many people 
make distinctions between people and 
their government, Mr. Worgess said, 
and are convinced that politicians only 
have their jobs for what they can get 
out of them. 

A politician not dependent on poli- 
tics for his livelihood can do a better 
job in government, Mr. Worgess said, 
adding that a good citizen must have 
an interest, or a participation in the 
political scene. 

The independent agents represent- 
ing small business men, are vulnerable 
to the whims of government, unless 
they make themselves felt. The agents, 
he added, have the time to devote to 
politics because their business does 
not involve regular hours. It is not 
necessary to be elected to office, Mr. 
Worgess pointed out, simply to be 
active in helping the party or the 
non-partisan worker helping keep the 
public informed. 

Second to Mr. Worgess’ views was 
given in eloquent terms by Commis- 
sioner Joseph A. Navarre of Michigan, 
who enlarged upon the remarks he 
made the preceding evening to the 
executive meeting that agents should 
have a political awareness. 





companies; 

—That the direct writer system is 
not going to fold up; 

—That the mail order company sells 
a lot of insurance; 
—That group 

on the increase; 

—That selling insurance from a 
booth in a store works. It is a form of 
low pressure merchandising which 
appeals to the customers. 

Recognizing these facts, Mr. Bickley 
said, the agents must be willing to 
adapt themselves in the future. He 
mentioned one thing that can be done 
is to increase advertising on the part 
of the agents and agency system to 
build an identity for this type of 
business. Another area is in research, 
a field in which the industry has been 
backward to the point that it is at a 
complete loss to know the motivation 
of its customers. Product design can 
be improved in many ways, including 
the use of fewer words, illustrated 
policies, package policies, etc. 

Installment buying as introduced by 
Travelers and now used by some 
of the other companies is the coming 
thing, Mr. Bickley said. 

Prof. Bickley related a number of 
results from surveys indicating areas 
in which agents needed to improve, 
both as to technique and selling effort. 
The agents, he emphasized, must be 
willing to learn new tricks, for if they 
do not they will have trouble surviving. 


insurance selling is 
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Agents 


Nearly 500 Attend 
Usual Fine Meeting 
At Grand Rapids 


Dobson And Old Go Into 
Line; Progress Reported In 
Membership, Public Relations 


By JOHN BURRIDGE 


Michigan Assn. of Insurance Agents 
conducted its annual convention last 
week in Grand Rapids in the familiar 
style—a well organized program of 
excellent speakers taking just the 
right number of hours each day. 

The meeting last week was perhaps 
better than usual because all of those 
on the program had something to say 
and said it well. Registration was up, 





Russell Worgess Archie E. Barnich 


in the vicinity of 500, and the sessions 
were so well attended that even the 
optimists were surprised. 

Archie E. Barnich of Cheboygan 
moved up from vice-president to presi- 
dent succeeding Russell V. Worgess of 
Battle Creek. William T. Dobson of 
Ann Arbor was advanced from treas- 
urer to vice-president and no doubt 
will be elected president in September 
of 1959. Going into line as treasurer 
is John P. Old Jr. of Sault Ste. Marie, 
who has been an organizer and worker 
for the association in the Upper 
Peninsula for many years. His election 
was a popular one. 

Mr. Worgess headed the association 
during a year of exceptional activity 
which included branching out into new 
fields of public relations, an increase 
in membership, and moments of stress 
and strain in competition and com- 
pany relations. His successor has 
covered the full ground of training in 
committee work and as a member of 
the executive committee which all 
the Michigan leaders take on before 
moving to higher office. 

Frank M. McCaffrey is the state 
director and William O. Hildebrand is > 
secretary manager. 

A few years ago, Mr. Hildebrand 
obtained the services of Jack Butter- 
ick, formerly of the Michigan insur- 
ance department, and the Hildebrand- 
Butterick team is the only one in the 
U. S. able to put on two major state 
association meetings a year. i 

Newly elected to the executive’ 
committee is John S. Wittliff of Port 
Huron. Five executive committee 
members were reelected, they being 
Mrs. Robert E. Easton of Muskegon, 
John B. Gray of Detroit, J. W. Hicks of 
Traverse City, William J. Mundus of 
Ann Arbor, and Chris A. Tucker of 
Battle Creek. } 

Michigan has the advantage of a 
continuity of able leadership. In times) 
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of stress, such as the current crisis of 
commissions and competition, the 
headquarters staff under W. O. Hilde- 
brand and the association officers keep 
cool and continue building for bigger 
and better things. 


Tradition Of Leadership 


The Michigan tradition of leadership 
dates from the days of the late George 
Carter of Detroit, and his mantle has 


fallen on Frank McCaffrey, also of 
Detroit, who is the state national 
director. It is Mr. McCaffrey who 


represents Michigan on the national 
scene. He speaks with authority be- 
cause he is known to be working in 
behalf of the agents with their whole 
hearted support. A dramatic example 
of this followed his report on the 
midwest conference meeting of West- 
ern Actuarial Bureau and company 
leaders when he was given a standing 
ovation—not for the report itself but 
for the manner in which he repre- 
sented the state. 

Programming of this annual meeting 
was. sensible, allowing time for 
relaxation. The morning sessions. did 
not start until 10 and there was a two 
hour lunch interval. Companies main- 
tained headquarters rooms in force, 
and although the day is gone when 
nearly every company doing business 
in the state would have a room, still 
there were enough stopping points for 
everyol te. 


“Great Work” Is Cited 


The association has done “great 
work” with the funds it had available, 
William T. Dobson, Ann Arbor, treas- 
urer, said in his report. Despite the 
launching of a number of projects, 
some of which were not anticipated 
when the budget was planned, the 
finances are in pretty good shape. Mr. 
Dobson commented that some of the 
projects are self liquidating, “and if 
you know Hildy, most of them will 
show a profit.” 

Michigan raised $43,245 for the 
national advertising program, and was 
one of only 16 states to meet the 
quota assigned to it. A policy of strong 
fiscal management is practiced in the 
Michigan association, Mr. Dobson ob- 
served. 

Membership Totals 1,082 


At the close of the fiscal year (Aug. 
31), there were 1,063 members of the 
Michigan association, with 19 added at 
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M. Frank McCaffrey 


W. O. Hildebrand 


the executive meeting Sept. 17. How- 
ever, Mr. Dobson noted that about 
30% of the members are paying just 
the minimum dues of $25, and he 
pointed out that the state has to send 
close to half of this along to NAIA 
and the remaining $12.50 barely pays 
for the expense of sending those 
members their mailings from the 
Lansing office. He urged all members 
to pay their full share under the dues 
formula. 

Some observations on the vital 
question of commissions were offered 
by State Director M. Frank McCaffrey, 
Detroit, during his report. At the 
conclusion of his comments on the 
midwest conference meeting of agents 
and Western Actuarial Bureau lead- 
ers, he said it was evident at those 
sessions that many companies feel the 
agents are not penetrating the mass 
market potential. The direct writers 
are moving ahead and the agency com- 
panies want their share. 


20% Allowance “Disappointing” 


Agents have varying reactions to 
this situation, Mr. McCaffrey said, 
especially as it effects commissions, 
but he added there is unanimity of 
response to the National Bureau filing 
of a 20% acquisition cost allowance, 
chopping the commission five points 
while no part of the cost of the com- 
pany side is correspondingly reduced. 
Mr. McCaffrey said he is “most dis- 
appointed” in this approach, remarking 
that it pits the agents against the 
companies at the worst possible time. 
The insurers couldn’t hope to get a 
cheaper sales staff than the agents 
provide, he declared, because the 
agents get not even the first nickel 
until the product is sold. 

However, part of the blame for the 
lagging of the agency system falls on 


the agents, Mr. McCaffrey admitted, 
in that agents have not applied a part 
of their commission income to adver- 
tising their services. Last year NAIA 
couldn’t raise what was offered as a 
minimum requirement for an effective 
advertising campaign, stumbling so 
badly that at the last minute the 
program had to be curtailed. The 
agents have to face up to their respon- 
sibilities—they need their association 
and they must support it, he declared. 

Most of Mr. McCaffrey’s remarks 
were devoted to a report of the meet- 
ing of the Midwest Conference Com- 
mittee of NAIA with Western Actuar- 
ial Bureau and the company managers 
at Chicago in June. The agenda for 
this meeting (which Mr. McCaffrey 
described as not the most productive 
he has attended), consisted of 19 items. 

The agents asked that replacement 
cost insurance allow relocation for all 
types of buildings, not just schools 
and a few others, but the companies 
said they fear a moral hazard if this 
is done, and that suggestion was 
tabled. 

It was requested that there be 
publication of rates for large risks in 
unprotected areas, as is reportedly 
the case with shopping centers. The 
companies held that the cost of doing 
this would be too high, but if the 
specific problem of an apparent unfair 
schedule arises they instructed the 
agents to bring it up with the rate 
bureau for treatment on an individual 
basis. 

EC should be extended to cover 
vandalism and malicious mischief, 
the agents said, but the companies 
turned that down flat for the present, 
pointing out such underwriting ob- 
stacles as a gang of hoodlums slashing 
the seats in theaters. 


Full PR Schedule 


Mrs. Esther Diebold of West Branch, 
chairman of the public relations plan- 
ning committee, presented in her 
report a partial rundown of the extra- 
curricular activities of the Michigan 
association. One of the most ambitious 
of the recent undertakings, supplying 
place mats by the hundreds of thou- 
sands to restaurants, will be discon- 
tinued, she said, because the financing 
of it is too difficult. It was for two 
years a most successful project— 
stressing highway safety to millions 
of motorists. 
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Groad enoven To Specialize 


The technical people of Detroit Insurance Agency are divided into 
eleven major insurance departments . . . each with its own specialty. 
Each group is staffed with men and women widely recognized as 
experts in their respective insurance specialty . . . people intimately 
aware of every facet of the type of insurance with which they deal 
daily. Such specialization consistently results in sound insurance 
protection for your business. 


Deep ENOUGH TO Personalize 


At Detroit Insurance Agency you will find all departments staffed 
in sufficient numbers to provide personalized attention to all your 
insurance needs, This fact, combined with specialized talents, makes 
Detroit Insurance Agency service a truly outstanding value. Be- 
cause we provide more, we have grown to be Detroit’s largest insur- 
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But to take the place of this, Mrs 
Diebold described the latest effort, 
the association’s new booklet entitleg 
“Understanding Automobile _Insur. 
ance” which is being given by loca} 
boards or individual agents to driver 
training students and instructors, 

Another activity that is catching op 
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Navarre Stresses Vital 
Significance Of 
O’Mahoney Probe 


An awareness of the significance of 
the federal investigation into insur. 
ance is needed “state by state and 
local board by local board,” the leaders 
of Michigan Assn. of Insurance Agents 
were told by Commissioner Joseph A. 
Navarre, who spoke briefly at an 
executive meeting the evening pre- 
ceding the annual convention. 

The seriousness of federal involve- 
ment in insurance is not fully appre- 
ciated by agents, the commissioner 
declared, pointing out that Sen. 
O’Mahoney, when opening his investi- 
gation, said in effect that the 
individual concept of business is 
doomed, that the day of the indepen- 
dent business man is gone. This is a 
challenge that will call for some tough 
fighting, Mr. Navarre observed. The 
agents and their companies are con- 
fronted with a “Gargantuan govern- 
ment” which by its movements into 
the insurance realm tends to destroy 





individual enterprise. 
Past Presidents Present 

Mr. Navarre spoke at a meeting of 
Michigan association officers, execu- 
tive committee members, past presi- 
dents, and key committee leaders. 
President Russell V. Worgess of Battle 
Creek presided and introduced the 
14 past presidents attending, they 
being Gerry Fauth of Flint, Ray L. 
Van Kuiken of Grand Rapids, J. Grant 
Moore of Port Huron, Merrill G. Craft 
of Jackson, Howard W. Huttenlocker 
of Pontiac, Russell A. Bradley of Ann 
Arbor, James M. Crosby Jr. of Grand 
Rapids, Joseph W. Mundus of Ann 
Arbor, Harry E. King of Calumet, 
Arno R. Schorer of Kalamazoo, Wil- 
liam A. Doyle of Highland Park, 
Martin Mullally of Muskegon, and 
Robert G. Schirmer of Saginaw. 

It has become customary for the 
commissioner to attend the executive 
meeting dinner and to offer a few 
remarks, and Mr. Navarre has been 
doing this for seven years. He com- 
mented that each year produces its 
own set of interesting circumstances, 
and this year it comes in the agency 
side where, he said, there is the 
greatest need of leadership he has 
yet sewn. 

Asked by one of the agents about 
the workmen’s compensation problem 
in Michigan, described as “giving 
away of the companies’ money” by 
the industrial board, and about the 
difficulty of obtaining auto insurance 
for a person over 65, Mr. Navarre said 
one of the Detroit newspapers pinned 
down the WC matter when it pointed 
out that all the insurance business is 
supposed to do in the compensation 
field is insure the employers, provid- 
ing the benefits prescribed by the 
legislature and charging an adequate 
premium. Insurance should be aloof 
from the problems of amounts of 
benefits. ; 

Some insurers don’t take drivers 
over age 65, Mr. Navarre admitted, 
but there are many which do. The 
driver who is over 65 and is a quali- 
fied risk will have no trouble securing 
coverage in such a competitive state 
as Michigan, he asserted. 
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Useful to you 
and your clients... 


M’* BROKERS and agents use our 

brochure, “Appraisal Procedure,” 
in discussions with their clients. It ex- 
lains the wi ea Be. procedure fol- 
lowed in authoritative appraisals of 
industrial, commercial and institutional 
roperties. 

“Appraisal Procedure” also answers 
the many and frequent questions about 
appraisals your clients may have. 

_ Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients. 

A supply of these brochures and 
booklets is available to you without 
cost or obligation. Write Dept. NU. 


THE LLOYD-THOMAS co. 
Recognised Appraisal Authorities 
4411 Ravenswoed Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 
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O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








The LAWRENCE WILSON COMPANY 


Managing General Agents 
SURPLUS LINES - All Forms 
Representing LLOYD’S, LONDON 
First National Bank Building 
Tulsa 3, Okla. 








TRANS-CANADA ASSURANCE 
AGENCIES, INC. 
LLOYD'S CORRESPONDENTS 
SPECIAL RISKS—SURPLUS LINES 
REINSURANCE 
1231 Ste. Catherine St., West 
Montreal, Canada 








BOWLES, ANDREWS & TOWNE. Inc. 


ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 















CONSULTANTS 


1N MARKETING AND MANAGEMENT 
FOR THE- INSURANCE BUSINESS 
FRANK LANGWAASSOCIATES 


ONE NORTH LASALLE ST, 
CHICAGO 2, ILLINOIS 


521 FIFTH AVENUE 
NEW YORK 17, N.Y. 















GRADY’S 
AUTO CRASH APPRAISAL SERVICE 
20 years experience estimating auto repairs 
GRADY HENLEY 623 HOUSTON ST. 
MANAGER MOBILE, ALA. 
GREENWOOD. 1-3589 








HkeNATIONAL UNDERWRITER. 23 


is the county sheriff award program. 
Mrs. Diebold said the state safety 
commission evaluates the effectiveness 
of the sheriffs’ offices, and the local 
board then participates by donating 
the plaque and making the award. 
It is front page material for the local 
papers. 

Topping off these and other pro- 
grams, said Mrs. Diebold, is the superb 
educational program for agents under 
the guidance of Carl L. Strong at 
Michigan State University. 

Past Presidents Honored 

A “Toast to the Past Presidents” 
at the 60 year mark of the Michigan 
agents’ association was delivered by 
the secretary-manager, W. O. Hilde- 
brand, who overcame the delicate 
issue of naming names by naming 
none—pointing out that to attempt 
to single out individuals was hopeless. 
He related the general history of the 
NAIA and the development of the 
Michigan organization, and concluded 
by reading a proclamation of Gov. 
Williams making Sept. 18 “Michigan 
Assn. of Insurance Agents” day. 

The dozen or so past presidents 
attending the Grand Rapids conven- 
tion were identified by special, gold 
badges which on the margin gave their 
years of office. 

Albert R. Peters, special representa- 
tive at Chicago of Royal-Globe group 
opened the program Friday morning. 
Mr. Peters remarked that because the 
agents are selling an intangible, there 
is an automatic sales resistance in 
their prospects. The agents have to 
work extra hard to justify the agency 
system. 

A Multitude Of Ideas 


Mr. Peters offered a multitude of 
ideas for increasing an agency’s profit, 
both from the standpoint of efficiency 
and sales. He pointed out that volume 
is of no use unless it is accompanied 
by profit. 

A feature of the meeting was a 
“mystery agent” who awarded $25 to 
the 25th agent to introduce himself. 
The scheme was to build acquaintance- 
ship among the members. James B. 
Boaz of Drayton Plains turned out to 
be the winner of the money and the 
mystery agent was Kirby E. Evans of 
Grand Rapids. 

Carl L. Strong, who is in charge 
of the broad insurance program of the 
department of continuing education of 
Michigan State University was, as 
usual, much in evidence at the agents’ 
meeting. He had a moment of disap- 
pointment at the first session when a 
film on social security broke down 
while he was acting as projectionist, 
but it turned out that this was due to 
wear and tear on the film itself and Mr. 
Strong was redeemed in the afternoon 
when he successfully showed the film 
sponsored by the Michigan chamber 
of commerce and later on adroitly 
handled some of the slides for the talk 
of Prof. John Bickley of Ohio State 
University. 

A tribute to the outgoing president, 
an inscribed gavel, was presented to 
Mr. Worgess by Robert J. Reagan of 
Grand Rapids, president of the Grand 
Rapids association. Mr. Reagan also 
extended greetings at the opening 
session in brief but effective form. 

The convention closed with the 
election of new officers and their 
installation by Commissioner Navarre. 


Merchants Fire Names Stick 

Merchants Fire has _ appointed 
George J. Stick state agent for Ohio 
and Indiana. He has been in insur- 
ance for 22 years, the last seven in 
Ohio and Kentucky. 








YOU'LL SEE... 


...eye to eye with us, we believe, in regarding the special agent’s visit 
as evidence of genuine interest in you and your office. You'll view it, we 
hope, as a desire to keep in helpful touch in order to explain changes in 
existing coverages, to familiarize you with new policies, to listen to prob- 
lems and find solutions. PLM special agents, you’ll discover, are concerned 
to know more than their own business; they are interested in learning more 
about yours, so as to serve you better—one more reason why we think 
you would be profitably happy with us. Why not drop us a line. 


pim 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 








TRI-STATE GROUP 
All Multiple Line 


Tri-State Insurance Company 
Farmers and Merchants Insurance Company 
Midwestern Insurance Company 


Home Office 
Tri-State Insurance Building 


Tulsa, Oklahoma 
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Editorial Comment 


A New Understanding Of Placing Business 


A local agent from a midwest city 
went to New York recently with two 
Jarge but hard to place lines—not 
workmen’s compensation. He encoun- 
tered a great deal more difficulty in 
placing them than he had anticipated. 
Most company officials with whom he 
talked said flatly that they were not 
interested or that they would only 
write a small portion of each line. 

After a few calls, he decided that 
his visit was not going to be the short 
one he had planned. It became clear 
that the successful accomplishment of 
his mission was going to take a bit of 
doing. 

Getting away from the companies 
that he had dealt with in the past, he 
began to make calls on one officer 
after another with determination and 
almost methodically, Evéry place that 
he went the story was the same. 

Finally, he began making return 
ealls upon the offices with which he 
had done business over a long period 
of years, and where he felt he had a 
right to expect more interested and 
considerate treatment. When he made 
his second call on these offices that 
were familiar with his record and his 
background he found them willing to 
“deal,” or “haggle,” or “barter,” and 
on a basis that was surprising to him. 

The offers made to him were not 
identical but they followed the same 
pattern, which was that a company 
would offer to write a small part of 
the line at the regular commission; a 
larger part of it at a reduced commis- 
sion; a still greater portion if an addi- 
tional cut in commission were made, 
and in a few cases he was told that 
the company making the offer would 
write the entire line but would pay no 
commission on it. Only two companies 
offered to write the entire line, but on 
the no commission basis. 

After several days of discussion he 
was able to get the business placed, 
but only on the terms the companies 
offered. He found none willing to 
compromise. He went home with a 
new understanding of what it takes to 
have companies write hard-to-place 
business, particularly on a large scale. 

Remarking on his experience he 
said, “When they operate this way, 
the companies are really asking us to 
share a part of the underwriting risk 
for which they are receiving the pre- 
mium. They are reversing what they 
have done in the past, which was to 
set the premium high enough to pay 
the regular, known commission. It is 
the companies that are supposed to 
measure the hazard and charge for it 
accordingly. I do not criticize any 
company for deciding that a particu- 
lar risk is too hazardous to be written. 
That reflects a company’s underwrit- 
ing judgment. But when a company 
says that it will write such and such a 
percentage of a risk at so much com- 
mission, and a larger percentage of it 
at a lower commission, etc., it is put- 
ting the cart before the horse. 

“The recognized procedure, all 
through the history of underwriting, 


has been that there are fixed premium 
rates and fixed commission rates. The 
premium rate reflects a company’s ap- 
praisal of all hazards involved. It 
should be high enough to cover every- 
thing, including a livable commission. 

“My experience in New York may 
not have been typical, but after talk- 
ing with others I have concluded that 
it was. If this is true, then I am sure 
it is going to cause a further widening 
of the breach between companies and 
agents.” 





Personals 


Aaron S. Feinerman, the newly elec- 
ted 1st vice-president of Pennsylvania 
Assn. of Insurance 
Agents, entered 
the business in 
1939 as an agent, 
and owns and 
operates his own 
agency in Harris- 
burg. He is past 
president of the 
Harrisburg associ- 
ation, and helped 
start the Harris- 
burg chapter of 
National Assn. of 
Insurance Women. 
He was chairman of the education com- 
mittee of the state association, and, 
with Prof. S. H. Wherry of Pennsyl- 
vania State University, he was co- 
chairman of the insurance educational 
conference there eight years. He was 
a member of the examinations com- 
mittee of the state insurance depart- 
ment and still represents the _ state 
association on that committee. For two 
years he taught the Pennslvania State 
University extension course in the 
Harrisburg area. 





A. S. Feinerman 


Walter H. Riley, in charge of Ameri- 
can Surety’s advertising department 
since 1945, has completed 50 years of 
service with the company. He was 
president of Insurance Advertising 


Conference in 1951-1952. 


Milton H. Grannatt Jr. of Trenton, 
president, 


and Ira F. Weisbart of 





Ira F. Weisbart M. H. Grannatt Jr. 
Jersey City, chairman of the executive 
committee, are the two new top of- 
ficers of New Jersey Assn. of Insur- 
ance Agents. Mr. Grannatt began with 
Globe Indemnity and had home office 
and field experience before joining 
Fell & Moon agency of Trenton in 
1947. He is now a partner. Mr. Gran- 
natt’s father was assistant U. S. man- 
ager of Royal-Globe, and his wife, 
Helene, is the daughter of Arthur 
Blanchard, partner of Blanchard & 
Cairns, New York credit insurance 
agency, and the founder of credit 
insurance. Mr. Weisbart has been a 


partner with his father in the Paul 
Weisbart agency of Jersey City since 
he graduated from college. He was 
the first person in the state to receive 
both the CPCU and CLU designations. 
He is active in both organizations and 
is also frequently moderator of insur- 
ance seminars. 


John A. North, president of Phoenix 
of Hartford, is recuperating from a 
heart attack at Monte Carlo, where he 
was stricken Sept. 17, while attending 
the World Insurance Conference with 
Mrs. North and James O. Nichols, 
president of American Foreign Insur- 
ance Assn. Mr. North’s condition 
shows continued and encouraging im- 
provement, according to his doctors. 
Mr. North who is chairman of AFIA, 
had been visiting AFIA offices in 
Europe with Mr. Nichols. 


Alfred I. Jaffe, New York City agent, 
will serve as chairman of the insur- 
ance industry’s 1958-59 drive on 
behalf of Federation of Jewish Phil- 
anthropies. 


Deaths 


GEORGE M. FENNELL JR., whose 
father has worked for many years at 
the New York head office of Accident 
& Casualty, and who is a familiar 
figure in the New York insurance 
district, was killed in an_ aircraft 
accident at the navy school at Pen- 
sacola, Fla. Young Mr. Fennell was 
graduated with honors in June by 
the naval academy at Annapolis. 





OTTO B. CANDIDUS, retired Brook- 
lyn broker, died in Peck Memorial 
Hospital. He was a former secretary 
and director of U. S. Fire. 


DANIEL L. LALLY, 73, for 20 years 
an actuary for Kentucky workmen’s 
compensation board, died at a hospital 
in Frankfort after an illness of eight 
months. Several years ago he was 
with a Kentucky distilling organiza- 
tion, now a part of National Distillers, 
and was a member of the most noted 
semi-pro baseball club in Louisville’s 
history. 


LOUIS PLOTKIN, 74, local agent 
at Gladwin, Mich., died in Midland 
Hospital following a heart attack. 


JOHN J. HARTMAN, 81, president 
of American Mutual Fire of Louisville 
until he retired three years ago, died 
at St. Anthony’s Hospital, Louisville. 
Mr. Hartman, who also engaged in 
farming for several years, was. with 
Gardner’s Market for 40 years, the 
last 20 as president. He was a founder 
of Jefferson County Farm Bureau. 


PERCY S. RAMSDEN, veteran local 
agent at Oakland, Cal., and a past 
president of California Assn. of Insur- 
ance. Agents, died. Mr. Ramsden was 
a leader in the fight against the agency 
activities of the old Bank of Italy, an 
incident of national repercussions. 
Before going into the agency field, he 
was a field man on the coast and at 
Salt Lake City. Just a few days before 
his death on Sept. 18, he had merged 
his agency with Phillips & Co. 


IRWIN G. BERCU, 60, who oper- 
ated a general agency at Cleveland 
for 35 years, died there. 


CRAIG OWENS, 72, retired assist- 
ant manager of the Pacific depart- 
ment of Atlas Assurance, died after a 
long illness at his home in Menlo Park, 
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Mr, Owens entered insurance as 


we office boy with Springfield F.&M. 
in 1902 at San Francisco. Joining Atlas 
in 1914, he served as field man in 
northern and central California and 
Nevada. Returning to San Francisco 
° superintendent of agencies, he 
became secretary in 1931, and assis- 
tant manager of the Pacific depart- 
ment 10 years later. Mr. Owens retired 
in 1951 after 37 years with the com- 
pany. His only son, Crosby Owens, 
who was state agent of North British 
at Portland, Ore., died just two months 
ago of a heart attack. 


Pulling Joins National Union 

Robert J. Pulling has been appointed 
by National Union as special agent in 
Wisconsin assisting William B. Pow- 
lors, manager, and replacing James 
|Henderson, who has resigned. Mr. 
Pulling has been in field work for 12 
years With another company in Illin- 
his and Wisconsin. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, September 23, 1958 
Bid Asked 






















Aetna Casualty ............ssssssesessssesees 142 146 
Aetna FITC .......secececcscsssseesssseeenscesenes 6512 67 
| ES 197 202 
| = ATE 30 31 
american Equitable ........... cn ee 321 34 
| American EITLAAIOD ‘coinenssstnsene wecledens 26 27 
American Motorists  .............:.:.0+ 14 15% 
American Surety  .........cccsecseseeseeees 15% 1642 
| 3042 32 
RNIN IID. ccnsscotccovseccsncensensoevcsorse 31 32 
\Continental Casualty ...........00. 94 96 
‘Crum & Forster COM. 20.0.0... 62 65 
TI fedora runes nessenedqeventcccoreute 4912 51 
‘Fireman’s Fund. ............ 49 50 
General Reinsurance 63 67 
Glens Falls  ........:+-+-++++ 32% 33% 
|Globe & Republic ........... 18% 19% 
Great American Fire .... 36% 3742 
Hartford Fire ............:00+. 159 163 
Hanover Fire ....... 37% 38% 
METI! TEU © <xcacscscescctorsencciers 42% 43% 
Ins. Co. of No. America ... 106 108 
Maryland Casualty ............... 3742 3842 
‘Mass. Bonding .......... 38 39 
National Fire ......... 89 92 
|National Union ..............0+. 36 37 
\New Amsterdam Cas. ..... 4412 46 
fo Hampshire ................. 39 41 
North River ........... 35 36% 
|Ohio Casualty 0... 23 25 
Phoenix Conn. ... 65 6642 
II Sistraisicciesghsenbsctncsssenceressise 15 16 
Reinsurance Corp. of N.Y. ........ 14 1542 
BIE Tlic ridieth catcsseinshtrewvestesecnseces 43 442 
St. Paul F. & M. .......... ao). ae 5242 
Springfield F. & M. ... 29 30 
Standard Accident ...... 50 52 
I loss cecicecstcere 82% 8342 
USF. & G. 63 65 
i aE il ae 2642 2742 
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FTC Marine Study 
Used As Partial 
Base By O’Mahoney 


WASHINGTON—When the O’Ma- 
honey anti-trust and monopoly sub- 
committee tackles ocean marine in- 
surance after the election, it will have 
available the results of a study of 
this field made by Federal Trade Com- 
mission several years ago. That study 
was something of a basis for the com- 
mittee getting into ocean marine in- 
surance in this inquiry, committee 
sources say. 

Meanwhile, it was learned that Sen. 
Kefauver, subcommittee chairman, as- 
signed the subject of credit life to 
Sen. Langer, who has held several 
hearings on this subject and the prac- 
tices of small loan companies. Sen. 
O’Mahoney retains direction of the in- 
vestigation into other fields. There is 
no prospect of activity for credit life, 
however, till after Jan. 1, according to 
committee sources. 

Seeretary Parrish of FTC said the 
commission investigated several com- 
panies in the marine insurance field 
several years ago. A report on this 
study was never published. He de- 
clined to say whether the.study was 
based on complaints received by FTC. 

Other sources say an intensive sur- 
vey of ocean marine insurance was 
made by what was then the FTC bu- 
reau of investigation about 1948. Staff 
members of FTC reviewed this study, 
but the commission took no action on 
it and issued no releases concerning it. 

FTC report dealt particularly 
with marine insurance organizations, 
such as underwriting groups and syn- 
dicates. Since FTC took no formal ac- 
tion, apparently it decided the field 
was outside the scope of its jurisdic- 
tion. 

Observers conclude from the hear- 
ings conducted so far, from Sen. O’Ma- 
honey’s comments, etc., that he and 
others concerned are interested in a 
build-up preparatory to asking the 
next Congress for a large appropria- 
tion to continue the insurance inves- 
tigation. 


Hadley-Mahoney Co. agency of In- 
dianapolis has moved from its down- 
town location to 2939 North Meridian 
street. 
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Makes the Difference 


With a staff of 170—one of the largest Excess & Surplus 
lines staffs in America—Geo. F. Brown & Sons can span 
the full length and breadth of the market . . . know 
every form of coverage in detail. This means the right 
answer fast to your toughest problems. . . less work . . . 
the best-fitting coverage for your clients. 


See what the difference does for you. Place your next 
special risk through the complete Surplus line facility . . . 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Boulevard e Chicago 4 a WAbash 2-4280 
116 John Street ° New York 38 ° WOrth 4-0745 




















Overhead up... 
profits down? 


If so, your Life Department can help you 
get them both going in the right direction. 


How? By increasing your Life, A& H, and Group busi- 
ness, without adding to your overhead expense. Your 
Life Department is ready to give you, the general insur- 
ance man, all the advice, specialized service, sales and 
promotion assistance you will need to sell Life Insur- 
ance profitably. 


For all the details, just call our nearest office or write 
Connecticut General Life Insurance Company, Hartford. 


CONNECTICUT GENERAL 


a = Life + Accident * Health * Group 
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Comments On Inadequate Liability Limits 


(CONTINUED FROM PAGE 10) 


be vulnerable in a suit. They should 
be sold the highest limits possible. I 
do not recall many cases of underin- 
surance in this area. 

Companies writing higher limits nat- 
urally get more premiums, but not 
enough to compensate for the extra 
risk, since automobile is written on an 
excess rather than a progressive ba- 
sis. 

The basic solution to the entire 


problem is more realistic underwriting 
of specific cases. 
* * * 


Examples of liability underinsur- 
ance are harder to find than in prop- 
erty insurance. We could point to 
many cases involving actions for dam- 
ages beyond policy limits. But it grows 
increasingly difficult to state whether 
or not these excess demands do not 


actually come as a result of the prev- 
alence of higher limits. 

In bygone days all companies ex- 
pounded the philosophy of higher lim- 
its because it was a rarity to have a 
case involving high limits. Now, al- 
most any action involves astronomical 
demands without respect to fault, and 
many times without respect to the 
real worth of the injuries involved. 
Thus, the presence of higher limits 
tends to raise the average level of 
settlements. The claims adjuster is at 
a serious disadvantage when he is con- 
fronted with excessive demands under 





BUSINESS RECORDS NEEDS 
THIS VITAL PROTECTION 


for Valuable Papers Insurance. And, don’t overlook the 
market for Accounts Receivable Insurance, too! 


You know that fire insurance covers only the physical 
loss when important business records are destroyed— 
the mere cost of the paper itself. But how many of your 


clients know this fact? 


TELL THEM—and SELL them an American Surety 
Valuable Papers Policy which covers the cost of restoring 
the information on these papers that makes them valuable. 


Every business that has ledgers, blueprints, formulas, 
agreements, records of any kind, is a right-now prospect 


AMERICAN SURETY 


FIRE « FIDELITY AND SURETY BONDS 


COMPANY CASUALTY « INLAND MARINE 


Affiliate: The American Life Insurance Company of New York 


100 Broadway, New York 5, N. Y. 


copy. 


Name 


Recent issue of our ‘‘Mailroad to 
Profits” gives you the informa- 
tion you need to clinch the sale. 
Mail the coupon for your free 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me a copy of “Mailroad to Profits”, which features 
Valuable Papers and Accounts Receivable Insurance. 
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a high limits policy. The situation 
tends to lead to the belief that higher 
limits will only call for higher settje. 
ments ad infinitum until the public 
rebels against the cost. 
Actually, it appears at the 
that the underinsurance tector ae 
ability coverage is not as measurable 
as it is in property. 
* * * 


_The question of underinsurance on 
risks involving third party liability is 
not, of course, exactly the same thin 
as we find in the property inane 
field. Yet to say that liability under. 
insurance does not exist would be in- 
accurate because we do have files 
which disclose the condition. On the 
other hand, such cases are likely to be 
undramatic for the simple reason that 
the ones which make the headlines are 
those, generally speaking, where =| 
companies and the agents have done 
a pretty good job of selling high limits 
The man who carries minimum lim- 
its ordinarily has very little wealth or 
worldly goods to protect. The man who 
has these things because of his normal 
prudence, is made aware of his need 
to protect them by our selling effort 
and therefore buys higher limits of 
protection. 





* * * 


A doctor who was a surgeon had 
performed an operation on a boy about 
five or six years previous to the com-! 
mencement of the law suit. In the 
meantime, the doctor had retired and 
many of his office records had been! 
destroyed. His malpractice policy| 
limits were $10,000. He was sued for 
$1 million. His wife reported that he! 
became ill and went to bed to recuper-| 
ate because of the effect of a $1) 
million suit for malpractice and the 
publicity given to the litigation in the 
newspapers and in the medical peri- 
odicals. 

* * % 


A large corporation insured carried 
$100/300,000 BI limits; serious acci-| 
dent from explosion. Four injured 
claimants. Total judgments $800,000.| 
Coverage which applies to each judg-| 
a $250,000. Under-insured $550,- 


* * * 


A parent who was an executive of a 
large corporation with headquarters 
in Chicago bought a convertible for his 
son attending an eastern school. The 
boy was attending a party and on 
return had five passengers in _ his 
automobile when a serious accident} 
occurred in which four or five persons! 
were very seriouSly injured. Bodily 
injury limits $50/100,000. 

The automobile was registered in 
the father’s name. Accident occurred) 
in a state where the owner was liable| 
for injuries caused by the operator of| 
an automobile. Suits were started in 
amounts totalling $500,000, against the; 
father and the son who was driving. 
In Illinois, the father would have no 
responsibility because the car was not? 
being operated in his business or on) 
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his behalf. The father could satisfy a 
substantial judgment in excess of the 
policy limits. : ‘ A 

A New York insured was driving 
his passenger car while on vacation 
in Florida; involved in a serious auto- 
mobile accident where the passenger 
car collided with a truck carrying a 
large number of farm workers. The 
insured driver was killed. The liability 
in this case seems to be strongly 
against the New York driver. Policy 
limits $10/20,000. Insurance company 
has paid $20,000 on five of the claims 
and suits aggregating $400,000 are 
pending on the balance of the cases. 
The insured has an estate in New 
York valued at approximately $200,- 
000. The estate’s attorneys are cooper- 
ating to defend these cases. It is 
possible that the insured’s estate can- 
not be settled until this litigation is 
disposed of. 

* * % 

Large corporation insured on truck 
for $100/300,000 limits; on Saturday 
noon while the truck driver was in a 
hurry to return the vehicle to the 
insured’s garage, he collided while on 
the wrong side of the street, with a 
bus. Seven persons were killed and 12 
persons were seriously injured. Total 
cost of BI claims $360,000. Coverage 
$300,000—under-insured $60,000. 

A small corporation was insured 
under a switchtrack contractural lia- 
bility agreement with the railroad for 
$10/20,000 BI coverage. While railroad 
was switching, a brakeman was killed 
at the insured’s warehouse railroad 
dock. This case came under the federal 
employers liability Act, and a judg- 
ment was entered against the railroad 
for $100,000. They settled this claim 
for $75,000 and sued the insured 
corporation under its indemnity agree- 
ment. The case could never be settled 
within the $10,000 limit of coverage. 
Judgment was rendered against the 
insured for $75,000 plus_ interest, 
bringing total value of the case to 
about $90,000. Insured corporation was 
forced into bankruptcy by reason of 
this judgment. 

* * * 

While an automobile was being 
driven on a snowy and slippery street, 
it skidded into a snow bank at the 
side of the road. While three or four 
teen-age passengers were attempting 
to push the car out of the ditch, 
another automobile skidded on the 
highway and struck the rear of the 
automobile. Four persons were injured. 
Two of the claimants each have an 


| amputated leg. Limits of coverage 
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$10/20,000 on one car, $20/40,000 on 
second automobile. The true value of 
these cases is probably many times 
the limit of the coverage under both 
policies. 

* * % 

A large construction company 
undertook as a general contractor to 
build a large gymnasium. They sublet 
the steel fabrication and erection to 
another steel company who sublet the 
actual erection to a third contractor. 

These contractors had erected most 
of the steel frame work of the building 
and while trying to jockey one of the 
final longitudinal steel bars into posi- 
tion, it did not fit properly and the 
frame work collapsed killing one man 
and injuring four cothers—three of 
them seriously. The general contractor 
had required a hold harmless agree- 
ment from the sub-contractor erecting 
the building. This sub-contractor was 

for general liability but did 
hot have coverage for the contractual 
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liability assumed under this hold 
harmless agreement. The sub-contrac- 
tor paid about $50,000 plus approxi- 
mately $11,000 in expense to reim- 
burse the general contractor for the 
loss which they sustained. He person- 
ally paid that amount. Many compan- 
ies assume responsibility under hold 
harmless agreements without giving 
consideration to insuring their liability 
under this contract. 
* * * 

Insured carried $5/10, BI liability. 

As a result of auto accident, settlement 


which the insured had to contribute 
$2,000. 


* x * 


Undoubtedly there is liability un- 
derinsurance, but the problems asso- 
ciated therewith are hardly compar- 
able to those in property coverage. As 
an example, the cost of excess liability 
protection is quite nominal, at least 
in comparison with primary coverage. 
Usually underinsurance in the liabil- 
ity field is the result of either failure 
on the part of the producer adequately 
to assess the needs, or failure on the 
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Miss., Wyo., OL&T Rates Up 


Mutual Insurance Rating Bureau 
has revised OL&T BI rates for cer- 
tain area and frontage classifications 
in Mississippi and Wyoming, effective 
Sept. 17. The statewide rate level 
changes result in increases of 17.7% 
for Mississippi and 11.6% for Wyo- 
ming. 





part of the client to recognize facts. 

We simply must educate our agents 
to sell adequate third party protec- 
tion. 
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“HARD WAY” JONES NEVER HAD IT SO BAD 
—AND HE LOVES IT! 


Old ‘‘Hard Way’”’ hates progress— 


‘bye, ‘bye, “Hard Way.” Competition is getting tough on “seat-of-the-pants’ selling. 


prospects were never better for forward-looking agents! 


Policies are broader, better than ever. Prospects have more things that need 
protecting. If you put the two together, business will be great in ‘58! 


We've got the ammunition for you— come on along with THE HOME! 


te HOME: 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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going to be “a lot of housecleaning 
of companies in the next ten years, 
he stated, unless management gets 
rid of “certain old-fashioned ideas.” 
Is the independent agent through, at 
least as regards the personal lines? 
“Nonsense,” Mr. Lang said, but noted 
that the agent would probably be 
writing these lines in a different way. 
We are in a new way of life, and the 
sooner the agent realizes this, the 
better, he said. Calling the flat can- 
cellation the “biggest waste in the 


business,” he went on to state that 
“too many agents have too many 
companies.” 


Uneducated Agent Noted 


The uneducated agent is the greatest 
single factor in the causing of mis- 
understanding of the business, H. H. 
Nelson, Council Bluffs, Ia., stated. 
“Most of what we fondly call ‘service’ 
is only lip-service,” he said. Admitting 
that price has become paramount to 
product, Mr. Nelson said there is still 
hope, but the agent must stop being 
an “order taker” and become an 
“order maker.” Companies aren’t help- 
ing in any spectacular manner, he 
said, and noted that most of the real 
selling aids are developed by outside 
sources. A market research division 
should be set up by every company, 
he said. Companies should also find 
better ways to inform the public when 
a rate increase is necessary, Mr. Nelson 
suggested. 

A company president, P. N. Snod- 
grass of General Casualty of Wiscon- 
sin, next on the panel, said almost the 
same thing. He said that for months 
he had been trying to tell his non- 
insurance friends that the companies 
were actually losing money. “Baloney,” 
his friends said. But when Morgan 
Beatty spoke over a national hookup 
and said exactly the same thing, his 
friends were amazed and asked him 
why the companies hadn’t tried to tell 
their story to the public. Mr. Snodgrass 
then went on to say that there will be, 
must be, more rate increases, and the 
companies must educate the public so 
that they understand the reasons be- 
hind these increases. 

In a talk which was extremely well- 
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Wis. Agents Elect Gottsacker At Annual 


(CONTINUED FROM PAGE 1) 


received, Arthur O’Connell of Thomas 
E. Wood agency of Cincinnati, spoke 
of “ivory tower individuals” who 
wrote long, technical articles on what 
they would do if they were agents 
Most of these people would “starve 
in a week if they actually tried to selj 
insurance,” Mr. O’Connell said. Referr- 
ing to auto coverage, he said that its 
problems must be solved today or 
“tomorrow we’ll be completely outside, 
with only our beloved independent 
status to sustain us.” If the present 
conflict is lost, the agent is finished as 
a major factor in the auto business, he 
said. Only the “exquisitely ignorant” 
would want to return to the “good 
old days,” he stated, and predicted that 
the industry can’t afford “the luxury 
of this long conflict for many more 
years.” Warning his audience that the 
public is not interested in these 
behind-the-scenes conflicts, Mr. 
O’Connell said that speaking for the 
agency system, “not one of us would 
resist any changes which would insure 
the permanence of the system.” 


NAIA Ad Film Shown 


The’ NAIA advertising campaign 
also was the object of some attention. 
After the film, “Your New NAIA Ad 
Program,” was shown, George A. 
Timm, Kenosha, the association’s re- 
tiring state national director, spoke 
at some length regarding the cam- 
paign. Mentioning that Wisconsin did 
not meet its percentage quota for the 
advertising fund, Mr. Timm said the 
agents must decide whether they want | 
to support the fund or not; if they 
don’t choose to, he said, such money! 
as was spent last year is “down ve 
drain.” Agents must remember, he 
said, that it is highly unlikely that 
the companies will contribute to the} 
fund. 

In his talk, “What’s New?” Mr. 
O’Connor confined himself to the new 
homeowners policy. It is not yet filed, 
as far as he knows, in any state, Mr. 
O’Connor stated. Referring to the 
package policy as “the most successful 
and_ revolutionary concept in_ the 
business,” he developed a brief history 














of it. The package policy has changed 
the entire protection pattern, he said, 
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and noted that prior to its evolution, 
most people “simply did not carry 
enough coverage.” For instance, he 
said, fire insurance was generally 
limited to only what the mortgage 
required. Tracing the genealogy of the 
new homeowners, Mr. O’Connor noted 
it was a combination of the old home- 
owners and the comprehensive dwell- 
ing policy. These latter were compet- 
ing contracts, and they also had 
developed a number of “bugs,” he 
said. “Thus, a shotgun marriage was 
arranged and today we have the birth 
of the new homeowners,” he explained. 
Although the rate structure is, at the 
moment, unknown, he concluded, if 
this works out satisfactorily, the agent 
will have a good, salable product. 


Public Not Satisfied 


The public is not satisfied with 
insurance policies, forms, or endorse- 
ments, and they complain as to the 
ambiguous wording, Paul J. Rogan, 
Wisconsin commissioner, told an after- 
noon session. The public expects fair 
competition between agents, Mr. Rogan 
stated, and then noted that policy- 
holders frequently query his office as 
to statements made by one agent 
regarding his competitor or his com- 











Under- 
insurance 
threatens 
your 
future 


Recent data on fire losses re- 
veal that a surprisingly large proportion of 


property owners didn’t carry enough in- 
surance. 
Not only does this mean that much 


needed insurance isn’t being written, but 
that a loss suffered by an under-insured 
client may well cost you future business. 


What to do? Let an unbiased third party 
determine the valuation of your client’s as- 
sets in order to secure proper insurance 
protection, 


For 63 years The American Appraisal 


Company has been providing the basis for 
sound insurance programs—through care- 
ful, complete and objective appraisals, sup- 


ported by facts that will stand investigation. 


American Appraisal reports for your 
clients are good protection for you. 


LEADER IN PROPERTY VALUATION 


The 
AMERICAN 


APPRAISAL 


Company® 


Home Office: Milwaukee 1, Wisconsin 
Offices in 18 cities coast-to-coast 











Shown at the presentation of the Wis. 
Assn. of Insurance Agents’ seven-foot 
“world’s largest policy,” at County 
Stadium during the association’s recent 
convention, are, from left, Joseph F. 
Carnes, general manager Milwaukee 
Braves; William A. Gottsacker, newly 
elected president of the association, and 
Warren Spahn of the Braves. 





petitor’s contracts and rates. “This 
situation leaves the policyholder in a 
state of confusion, especially if there 
have been misstatements,” he said. 
The functions of his office are often 
misunderstood, Mr. Rogan said, and 
stated that it “will be operated first to 
protect the interest of the public; 
second to protect the interest of the 
agency system, and third to protect the 
interest of the companies.” 

Echoing publicly what many are 
saying privately, Marshall B. Simms, 
multiple line development director of 
Continental Assurance, told a_ pre- 
convention meeting of the agents that 
“the time has come for the fire and 
casualty agent to add life to his lines” 
if he is going to attempt to offer a 
complete insurance service. Asking the 
agent to depart from tradition, Mr. 
Simms said his own company has 
found after many years of research 
that the average insured is adequately 
covered for everything but life insur- 
ance. 

Along with a number of commen- 
datory resolutions, Henry H. Bush, 
Madison, head of the resolutions com- 
mittee, offered one praising the Mil- 
waukee Sentinel for its safety cam- 
paign. This was quickly passed. 

Safety came in for a good deal of 
attention at this convention. The 
agents last month launched a “crash 
survival and injury prevention” cam- 
paign, which advocated the use of 
auto seat belts. This campaign was 
brought up to date and reviewed at 
the convention, and a featured speaker, 
Lt. Daniel L. Enfield, Holloman Air 
Force base, N. Mex., discussed recent 
experiments with these seat belts. Lt. 
Enfield vividly indicated with films 
and slides the appalling waste and 
nature of automobile crashes. Although 
he recommended seat belts as the best 
of present safety devices, Lt. Enfield 
warned his audience that the finest of 
safety devices is of no use if it is not 
utilized. 

Before the night baseball game 
(which the Braves won, with a good 
deal of vocal support from the agents), 
the “world’s largest insurance policy” 
was presented to Joseph Carnes, 
general manager of the Braves. Mr. 
Carnes thanked the: agents for the 
seven-foot policy, which insured the 
Braves winning the pennant, and said 
“IT hope we’re insured for the series.” 

Miss Independent Agent, by the 
way, is Sue Kuchinsky of Milwaukee. 











Don’t give FIRE a place to start! 


@ The best time to fight fire is before 
it occurs—don't give it a place to start! 
When outside workmen are brought 
into a property to do installation or 
repair jobs there is the risk that 
needed precautions against fire haz- 
ards will not be taken. The loss 
record bears this out. 

Close supervision of these work- 
men is highly important, particularly 
where combustible materials or flam- 
mables make the use of torches and 
open-flame devices extremely hazard- 
ous. Smoking in danger areas and 
tampering with fuses or electrical cir- 
cuits present obvious hazards. 


A supervisor should inspect the site 
of repair jobs before work is begun, 
and—without fail—at the end of each ~ 
day. He should inform workmen of 
any hazardous conditions present and 
specify safety measures to be taken. 

Many costly fires could be headed 
off by close supervision of mainte- 
nance and repair jobs. Good fire pre- 
vention practice is to recognize the 
severe hazard that these operations 
introduce into what may be a rela- 
tively fire-safe property; then to take 
the necessary steps that will reduce this 
hazard and limit the extent of possible 
hire damage. 


Cin Cralousbfiiaud, 


INSURANCE COMPANY 


Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE * CASUALTY +» AUTOMOBILE +: INLAND MARINE 
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WE SOLICIT HARD TO PLACE RISKS 


We are specialists in unusual 
insurance problems 


Producers inquiries invited 


e We specialize in sub-standard private pas- 


senger physical damage 


e Domestic and foreign markets 


Guaranteed commissien 


FRED MILLER COMPANY 


(established 1952) 
4028 Broadway -.Kansas City 11, Mo. - Logan 1-7640 
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Minnesota Annual Draws Record Attendance At St. Paul 


ideal, basic philosophy for the rural 
agent. Mr. Walinder referred to a 
thorough knowledge of one’s insured 
as most important for any agent wish- 
ing to maintain high standards. Loss 
experience, he said, must have an 
acceptable ratio “each and every year.” 
Any attempt to influence adjusters 
must be avoided, he _ stated, and 


(CONTINUED FROM PAGE 1) 


applications must be complete as to 
all details. Chastising those agents as 
“malicious” who deliberately submit 
pictures of buildings far removed from 
those actually covered, he said such 
people “should lose the right to repre- 
sent any company.” Agents can assist 
their companies in reducing the ex- 
pense ratio some 10% he said, and 


noted specific ways in which this could 
be accomplished. These were: ceasing 
to order stationery, scratch pads and 
other similar supplies; using telegrams 
or letters instead of collect telephone 
calls; expecting no further entertain- 
ment from the field men; paying 
company balances promptly, and co- 
operating on underwriting. 
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“How To Increase Your Farm Prem. 
iums,” was the title of the next 
given by H. K. Scott, farm superinten. 
dent Aetna Fire, and a certain stir. 
ring in the audience was noticeable 
Mr. Scott started off by stating that 
“lowering rates and increasing com- 
missions was not the answer.” The 
answer, he said is two-fold: Write 
more nearly to value, and increase the 
over-all scope of coverages offered, He 
noted that “only 25% of value is bei 
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“Your premium volume seems to be better since you 
got started with Bituminous on comp and liability.” 


You can write those big premiums! 


Write big premiums in comp and liability . . . Hold your 
present insured . . . Get more for your production efforts 
with Bituminous. Bituminous’ rating plans and — more 
important — Bituminous’ methods of applying them, give 
you the edge you need in today’s rugged scramble for business. 
Write for the Bituminous story. 


Bituminous 
mMCASUALTY CORPORATION 


Bituminous Fire And Marine Insurance Company 
ROCK ISLAND, 


Specialists in Workmer’s Compensation and Liability Lines 








a “must” for the farmer is a compre. | man’s 

hensive liability policy, and yet it js | Aetna 8? 
“inexplicably neglected” when pro. | Forster, 
grams are set up. Mr. Scott concluded | Underwr' 
his talk by saying an agent’s “invisipje | read, a0¢ 
sales force” is invaluable. This consists | tions, 0N¢ 








of those farmers who are satisfieq | in the 2 
with the agent and who will so tel] | the new 
their friends. Pavlik 1 
Crop Insurance Outlined ane 
Harlan W. Wyant, assistant secre- “Marine 
tary and manager farm and _ hail Dale D 
department Great American group, was t grot 
the final scheduled speaker at this ses- . vt 
sion. His talk, “The Importance of Crop ll B 
Hail Insurance,” outlined the progress | “Y J.B 
of this coverage in Minnesota. Al- re que 
though in 1957 nearly $4 billion of crop mpany 
insurance was sold, he said, the field is dias ar 
still wide-open inasmuch as _ that Lumley 
figure represents only 10% of the were it 
total crop value. Agents should be largest s 
“severely censured” for not offering a risk V 
this coverage to the farmer, he said, we aren 
and cited three reasons for selling it: | a<ume 1 
A crop represents a farmer’s entire “Don’t 
years’ work, and thus a _ priceless Tow, Fi 
service is rendered; a “foot in the tants w 
door” is achieved and other lines | parjand 
become a distinct possibility, and an |Ralph 1 
agency’s total income is boosted. | Defining 
At this point, the meeting was | jt amoi 
thrown open to questions from the | which « 
floor, and the great number of raised | cond a) 
hands clearly indicated that many of | without 
those present had come for more than | cons, 
the evening’s banquet. Most of the | ment a 
questions, in one way or another, had | most al 
to do with the discrepancy in rates | ho said 
between what the capital stock com- | Ghar} 
panies are charging and those offered |joq the 
by the mutuals. R. M. Schofield, | sy.» 
Buffalo, asked the speakers how the | anictra 
local agent is expected to sell the Knapp, 
farmer a fire and extended coverage | Thoma: 
rate which is often three times what | ancwor 
the competition is offering. Mr. Ogilvie, the por 
in reply, said that the capital stock with | 
companies are “only charging what  ayaijap 
the experience warrants.” Another 4p gon 
local agent, Theodore Zabel, Plainview, | years,” 
questioned whether the claim of the | fom | 


stock companies to be writing more ‘crime f 
business than ever before is not “sim- 
ply a matter of an over-all increase 
in the industry as a whole.” Mr. 


Walinder replied to this and stated jnote, I 
that the bulk of the good farm business | demon; 
is not being lost to the mutuals and approa 
“the figures bear this out.” This state- throug 
ment provoked some noisy comment talk, “ 
in the back of the room, but no more /|Was n¢ 
questions were forthcoming. whom 
was th 
Package Policy Discussed Afte 
The metropolitan agents meeting, |Ancho 
also held the first morning, featured |Wet 1 
two speakers. Joseph Johnston, super- |Sner 
intendent of inland and ocean marine execut 
departments Fireman’s Fund, Chicago, elected 
spoke on the “Commercial Package {ted 
Policy—CPC and MOP.” Victor G. Ph 
Lowe, manager of Minnesota Compen- terall 
sation Rating Bureau, outlined “What Paul, 
The Agent Should Know About The tro 
Experience Rating Plan And Retro- sons 
spective.” Working from a series of aids. 
exhibits, and quoting innumerable the tit 
figures, he showed the development /™ust 
of a basic compensation rate and the |S€epi 
adjustment of that rate by the indivi- ne 
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dual experience of a fictitious risk, 
and then went on to the adjustment 
of the premium by the application of 
retrospective plans. : 

The single afternoon session offered 
a block-long panel of experts. Under 
the general heading, “The Pulse Of 
The People,” four groups of Minnea- 
polis company men had been organized, 
to whom questions were sent in prior 
to the convention by agents. 

“Buy-Back And Recent Changes,” 


| was lead by George C. Maxwell, Fire- 


man’s Fund, assisted by Ron Pavlik, 
Aetna group; Richard Soper, Crum & 


| Forster, and Clarence Mitchell, Fire 


Underwriters Inspection Bureau. They 
read, and answered, a series of ques- 
tions, one of which many of the agents 
in the audience seconded: When will 
the new homeowners be out? Mr. 
Pavlik replied that it will not be 
available for some time in Minnesota, 
«que to filing requirements.” 


“Marine Deals” On Agenda 
Dale D. McFeters, Phoenix-Connecti- 
cut group, led “Marine Deals.” His 





group consisted of Richard Mortensen, 


| Home; Bruce Lumley, Fireman’s Fund, 


'and J. R. Brink, Aetna group. Among 
‘the questions asked was why one 
company will accept a marine risk 
when another will turn it down. Mr. 
Lumley stated that a variety of factors 
were involved here, but that the 
largest single reason for turning down 
a risk was a lack of information. “If 
we aren’t given a specific answer, we 
| assume the worst,” he said. 

| “Don’t Oversell,” was led by L. R. 
| Tow, Fireman’s Fund, and his assis- 
\tants were Arvid Clemensen, Home; 
|Harland N. Caton, Hartford Fire, and 
|Ralph T. Kutzmiller, St. Paul F.&M. 
| Defining his group’s title, Mr. Tow said 
|it amounted to not promising “that 
| which can’t be delivered.” Mr. Caton 
said “all-risk” coverage is often sold 
|without noticing the specific exclu- 
|sions. This may lead to embarrass- 
ment and disappointment when “al- 
|most anything” is sent in as a claim, 
he said. 

Charles F. Simon, National Union, 
‘led the fourth group, “Casualty Pit- 
|falls.” Helping him were Carroll J. 
Ahlstrand, Crum & Forster; John A. 
\Knapp, Glens Falls, and Patrick J. 
|Thomas, Phoenix-Connecticut group. 
Answering a question concerning what 
the bond business is doing to keep up 
with the many package contracts 
available today, Mr. Knapp noted the 
3D contract “has been with us many 
|years,” and that recently the broad 
form storekeepers and the blanket 
| crime policies had been added. 

'A Humorous Note 





Closing the afternoon on a humorous 
note, Harris Helmer, Plattville, Wis., 
demonstrated the importance of a good 
approach in selling by mumbling 
through the first five minutes of his 
talk, “Who’s Selling Who?” The point 
was not lost on his audience, many of 
whom later remarked that this speaker 
was the high point of the convention. 

After a social hour sponsored by 
Anchor Casualty, the evening’s ban- 
quet was held. Minnesota Commis- 
Sioner Sheehan installed both the 
executive committee and the newly 
elected officers. Hartford Fire spon- 
sored the entertainment. 

_ Tuesday’s sessions opened with, 
literally, a “bang” as Jerry Mayer, St. 
Paul, demonstrated the causes and 
tontrol of destructive fires and explo- 
Sons with visual, and all too-audible, 
aids, “Explosions Extraordinary,” was 
the title of this demonstration, and it 
must certainly have left few people 
sleeping in the hotel. 

ne keynote speaker, Joseph S. 
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Gerber, [Illinois insurance director, 
was introduced by Commissioner Shee- 
han. In his talk, “Are We Masters Of 
Our Destiny?” Mr. Gerber spoke of 
the “grave responsibility and obliga- 
tion” of the insurance departments to 
regulate the “largest industry in our 
economy.” This is no easy task, he 
said, especially since the problems of 
insurance are becoming more and 
more complex. He vigorously attacked 
those who oppose any kind of regula- 
tion, and said that regulatory probes 
are certainly in order. Mr. Gerber also 
dealt firmly with a situation which 
one heard constantly discussed at the 
convention—direct writers and mutu- 
als. He said it is “known to all of us 
that the direct writers of mutuals have 
grown in strength at the expense of 
the stock system.” He is often asked 
what he is going to do about this 
situation, he said. “On this point my 
answer is very simple. I was not 
appointed director of insurance to put 
campaigning forces out of business. 
This is not the task of regulators,” 
he asserted. Mr. Gerber then submitted 
a plan of action for the agency system. 
“It must,” he said, “forget about direct 
writers of mutuals who are highly 
competitive, and accept the challenge 
which they have placed in its way. 
It should think in terms of new con- 
cepts of marketing, as do the direct 
writers.” 


Commissioner Sheehan Speaks 


After a luncheon sponsored by 
St. Paul F.&M., Commissioner Sheehan 
spoke on “Developments of the Insur- 
ance Industry.” Referring to filings on 
auto rates which reflect a lower 
expense factor, Mr. Sheehan said they 
legally, at least, meet all requirements. 
“They are acceptable,” he said, “in 
that sense, even if they are not the 
ideal way to keep auto rates down.” 
He said the state is thinking about 
making certain educational qualifica- 
tions mandatory for all agents. These 
may assume somewhat the same form 
as those established in New York, he 
said. Remarking that packaging of 
insurance, and credit payments, aré a 
trend which the agent can’t ignore, he 
stated that both represent an advan- 
tage for the public, and thus the agent 
must offer them. 

A talk by Kurt G. O. Pinke, Life 
Employment Agency, Minneapolis, and 
a “Tele-Sell” film closed the conven- 


tion. It was the unanimous opinion of 
veterans to these conventions that this 
one had seldom been equalled. 


Welch Special Agent Of 


Mutual Reinsurance Bureau 

Richard K. Welch has joined Mutual 
Reinsurance Bureau as casualty repre- 
sentative. For eight years he has 
represented Hardware Mutuals at 
Beloit, Wis. Mr. Welch will assist 
Walter Schiltz Jr., assistant manager, 
in contacting business connections of 
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the bureau as well as assuming special 
responsibility in the casualty depart- 
ment. 

Mutual Reinsurance Bureau had 
premiums of more than $8 million last 
year and recently added Motorists 
Mutual of Columbus to the member- 
ship. 

G. Albert Lawton, vice-president of 
Home, will speak at the October meet- 
ing of Southern Connecticut Assn. of 
A&H Underwriters, at the Quinnipi- 
ack Club, New Haven. 








‘Stan 





for bids. 


H S. “Stan” Priee is assistant manager of the 
e General Liability Department. This de- 
partment is the fastest-growing in the entire 
Buckeye Union organization. Agents call on 
Stan whenever a general liability problem comes 
up. They know they get fast and accurate in- 
formation from him on such questions. Too, our 
agents know they can count on Stan and Buck- 
eye Union for the best quotations on risks open 


The cooperation Stan and the General Liability 
Department gives our agents is typical of Buck- 
eye Union’s entire operation. We operate on the 
principle that when we help our agents, they 
will help us in return. It’s worked out fine for 
the past 32 years. We have never failed to show 
an increase in the amount of premiums written. 


If you are interested in representing a multiple- 
line insurance group that operates on such prin- 
ciples, contact our agency superintendent or our 
branch office nearest you. 








BUCKEYE UNION INSURANCE COMPANIES 
Box 1499, Columbus 16, Ohio 
| Branch Offices: Ohio, Akron, Cambridge, Canton, Cincinnati, Cleveland, 
| Columbus, Dayton, Lima, Mansfield, Toledo; Indiana, Indianapolis, Fort 
Wayne, South Bend; Michigan, Grand Rapids, Detroit; 
Huntington, Parkersburg; Kentucky, Louisville. 
| 


West Virginia, 
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Victor Montgomery, President 
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WANT ADS B 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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A POSITION THAT OFFERS 


Training for sales management position 


Salary corresponding to your experience 


After training, increased earnings with 
profit sharing plan 


Affiliation with leading company 


Security of working with an established 
firm 


IF YOU QUALIFY 


Successful sales experience 


Successful management experience 


Willingness to learn 


Between ages 28-38, married 


AND IF YOU'RE INTERESTED WRITE, INCLUD- 
ING PHOTO. 


Address Box C-59, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 





BOND 


UNDERWRITER-PRODUCER 
Fidelity-Surety man 

with sound experience for large mul- 
tiple line company. Expanding oper- 
ations. Excellent oppty. & benefits. 
2 men needed, one for Dallas & one 
for Raleigh, No. Carolina. Send 
complete résumé including exper., 
education & salary required. All re- 
plies confidential. Dept. B: P.O. Box 
178, Wall St. Station, NYC., N.Y. 














BOND MANAGER WANTED 
Young, growing multiple line company wants 
an experienced bond manager to set up fi- 
delity and surety operation, both production 
and underwriting. Write R. A. Cosbey, Cin- 
cinnati Insurance Co., 2934 Central Park- 
way, Cincinnati 25, Ohio. 


LIFE SALES EXECUTIVE 
Unusual opportunity for Life Sales 
Executive with outstanding record, 
to assume direction of Sales for rap- 
idly expanding Life affiliate of long 
established property and casualty 
company with New York Office. 
Write in confidence to Box NY-95, 
c/o The National Underwriter Co., 
Adv. Dept., 17 John St., New York 
38, New York. 














SPECIAL AGENT OPPORTUNITY 


Prominent eastern multiple-line company (mainly 
fire & allied) has opening for right fieldman in 
Mid-west territory. Salary flexible. Give quali- 
fications. Write Box C-47, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 
4, Ilinois. 











OPPORTUNITY WANTED 

College graduate. Under 30. 8 years large lines 
agency sales & program analysis experience. 
Extensive fire & casualty knowledge. Prefer 
Southern Ohio agency with opportunity for own- 
ership. Will consider other possibilities & areas. 
No heavy travel. Write Box C-33, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, IH. 


UNDERWRITING CONSULTANT 


Challenging opportunity for ambitious man 
of executive capacity to act as under- 
writing analyst and counsellor. Should have 
good knowledge of company and bureau 
rating principles and practices on casualty 
as well as inland marine and fire lines and 
have aptitude for analytical work and for 
written expression. Must be good work or- 
ganizer and deal well with people. Age be- 
tween 30 and 45. Starting salary commen- 
surate to age and experience. Submit com- 
plete résumé of education and experience. 
Reply to Box C-56, c/o National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 











Leading Mid-west stock agency company has 





LOCAL AGENCY WANTED 

Want to purchase agency in $75,000 to $200,000 
premium bracket located in community of 10,000 
population or more. Have ten years company 
and agency experience, law and business de- 
grees. Age 36, married. Can make substantial 
down payment. Address Box C-53, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Illinois. 


pening for branch field manager. Salary plus 

unique bonus plan provides unusual earnings 
potential. Requirements: Capable salesman 30- 
40, initiative beyond ordinary. Address Box C-58, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 














CASUALTY UNDERWRITER 


District office, large multiple line, mutual com- 
pany located in St. Petersburg, Florida, wants 
Junior Underwriter with compensation and lia- 
bility experience. Send résumé of experience and 
expected salary to BOX C-57, The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 


OCEAN MARINE 
Admitted Insurer California—Wanted by 
Insurance Broker—To write Hull & P & | for 
Boating Clubs. 
Allen, Simonds, Gates & Co. 
810 So. Spring St. 
Los Angeles 14, Calif. 











WANTED: INSURANCE AGENCY 
Young Man—aggressive, experienced—wants to 
take over insurance agency for agent consider- 
ing retirement. Willing to set-up lifetime income 
for owner. Prefer city of 100,000 or less in Penna., 
N.Y., N.J., or Ohio. Reply Box C-54, The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 


FOR SALE 
3 Remington Rand Conve-filers for 3x5 cards. 
500 Remington Rand Flexifiles, size 8!/2xIl. 
H. L. Robinson 
429 No. Pennsylvania 
Indianapolis 9, Indiana 
Tele: ME 4-1381 

















FIELDMAN — INDIANA 
Aggressive young multiple line stock com- 
pany wants fieldman for Indiana. Write 
R. A. Cosbey, Cincinnati Insurance Co., 
2934 Central Parkway, Cincinnati 25, Ohio. 








SUPERVISING UNDERWRITER 
AVAILABLE 
13, years heavy experience mostly Lloyds and 
special lipes including true multiple lines. 
ag | qrmployad — near top management. 
Prefer Chitago, but willing to relocate West 
coast for | oy opportunity. Age 36, married, 
C.P.C.U. Address Box. C-61. c/o The National 
Underwriter Co., 175 W. Jackson Blyd., Chi- 








cago 4, IHinois. 





Protests Rate Proposals 
At Oklahoma Hearing 


(CONTINUED FROM PAGE 5) 
no rate increases and at the same 
time we will have enough money to 
meet all our expenses, make a 5% 
profit and get the best return we can 
on our investment.” 

Quoting the Oklahoma _ insurance 
code in that “nothing herein shall 
abridge or restrict the freedom of con- 
tract of insurance, agents, brokers, or 
employes with reference to the com- 
mission. . .’ Mr. Fuller said the real 
question is whether or not the applica- 
tion of the rate formula will have the 
effect of abridging or restricting the 
freedom of contract between agent and 
insurer. He went on to say that such 
an action as the National Board and 
NAUA proposes would. “The plan is 
not unique—it simply pits a solid front 
of big business against the relatively 
weak and unorganized opposition of 
little businessmen.” 

A rating organization, Mr. Fuller 
declared, is a combine and may exist 
as such only by virtue of specific 
authorization of the statutes. Quoting 
again from the insurance code, he said 
the law provides that two or more 
insurers may cooperate or act in con- 
cert with each other as a rating organ- 
ization for the purpose of making rates. 
“This is an exception to the anti-trust 
laws for a specific purpose. It should 
be strictly construed for that purpose; 
and when the concerted action extends 
into an area specifically prohibited in 
rate making, that is the restriction of 
freedom of contract or coercion, then 
no matter how it is accomplished or 
what manner of reasons are set forth, 
it should be struck down.” 

He said that the association con- 
tends that “these rating organizations 
in offering these filings on an arbi- 
trary, fictitious production cost allow- 
ance, are subject to revocation of their 
licenses to do business in the state of 
Oklahoma.” 

Also appearing at the hearing was 
Harlan S. Pinkerton, president of 
Oklahoma Assn. of Insurance Agents. 
Mr. Pinkerton said that he seriously 
doubted whether anyone in the busi- 
ness could absorb a 20% reduction in 
gross income and survive. “If these 
companies are successful in their 
endeavor as regards automobile insur- 
ance, the precedent will be set for 
them to make similar changes in other 
lines. To many smaller agents, whose 
business is predominantly automobile 
insurance, the squeeze could be im- 
mediate and unbearable.” 

Mr. Harlan said that the loss to 
agents would not be limited to the 
loss in income, for they would suffer 
an immediate economic loss in the 
reduction of the value of their agency. 
This value represents an investment 
which an agent has established for his 
retirement or for the benefit of his 
estate and dependents. This loss would 
be two-fold: First, reduced income 
potentiality, and second, the loss of 
significance and stability of the agency 
contract. 

It is certain, Mr. Harlan said, that 
acceptance of the proposed reductions 


‘would discourage young people from 


seeking a future in the insurance 
agency business and make it impossi- 
ble for establishing agencies to bring 
young people into the business to 
perpetuate it. 


Lester Schlieder, president of the 
Sheboygan Falls (Wis.) Mutual agen- 
cy, has retired and sold his agency to 
Francis J. Weber. 
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Kansas Mutual 

Agents’ Resolution r 

Praises Insurers ( 
I 
( 


Specifically because “coals are be 
ing heaped upon the heads of the in- 
surance companies,” Kansas Assn, of 
Mutual Insurance Agents formally 
commended companies in a resolution 
passed at its convention in Wichita, 
The resolution cited companies for 
striving to uphold markets under dif. 
ficult conditions, continuing to develop 
new and better coverages and for 
first class claim service. It culminated 
a busy two days of meetings and 
social events held jointly with Kansas 
1752 Club. 

The new president of the agents’ 
group is G. D. Wenger, Salina, suc. 
ceeding E. M. VanHorn, Wichita. L. A 
Oberhelman, Topeka, was elected 
vice-president. Secretary and _assist- . 
ant secretary are F. A. Welsh, Wich- P. 
ita, and Mrs. Welsh, elected to succeed 
W. B. Brewster, Hutchinson, and Mrs} 
Brewster. 

D. A. Erickson, Iowa Home Mutual 
Casualty, Topeka, was elected presi- 
dent of the field men, the post held 
previously by F. W. Lovelace, North- 
western Mutual, Wichita. W. C. Jacka, 
Wheat Growers Mutual Hail, Cimar- 
ron, moved up from secretary to vice- 
president and the new secretary is 
Gale Eales, Employers Mutual Casual- 
ty, Wichita. 

Both organizations also elected two 
new directors. Martin Foltz, Topeka, 
and H. A. Atherton, Garden City, were 
elected to the board of the agents’ 
association and Ralph Weed, Alliance NE 
Cooperative, Topeka, and C. C. Bene- 
fiel, Kansas Claims Service, Wichita, 
to the 1752 board. 

The convention included talks on 
the comprehensive general liability 
policy, family auto changes, the new 
homeowners program, relations with 
the Kansas Inspection Bureau and an 
inspirational speech. Commissioner 
Sullivan addressed a luncheon meet- 
ing and Russel Brown, fire and cas- 
ualty rate supervisor, Kansas insur- 
ance department, appeared with a 
panel «if experts. 

Panelists included W. A. Stringfel- 
low, assistant secretary, National Assn. 
of Mutual Insurance Agents, L. H. 
Brown, Wichita, R. B. Taylor, presi- 
dent Mill Owners Mutual, and B. P. 
McMackin Jr. of the F.C.&S. Bulletins, 
Cincinnati. H. G. Holmes, Northwest- 
ern Mutual, Chicago, L. A. Magill) 
Kansas Inspection Bureau, A. L 
Plummer, Bruce Dodson & Co., and 
Robert Turney, Topeka, constituted 
the panel for the second day of the 
convention. C. J. Goering, Newton, 4 
member of the agents’ association, 
spoke on the makings of a “champ- 
ion,” artfully displaying one of his 
own prize-winning Brittany spaniels 
as a part of the presentation. 

C. P. Ward, Wichita, won accolades 
for the excellence of the convention} 
under his general chairmanship. 











La Salle Casualty has moved to new 
offices at 120 South La Salle street, 
Chicago. 














NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female } 

Lines : 


All : 
610 So. Broadway Los Angeles 14 
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AMERICA’S 
OLDEST 
REINSURANCE 
GROUP 


ESTABLISHED 1900 


* 
MULTIPLE 
LINE 
ADMITTED 
REINSURERS 


& 
THE 


PRUDENTIAL 
INSURANCE COMPANY 
OF GREAT BRITAIN 


THE 


SKANDIA 


INSURANCE COMPANY 
THE 


HUDSON 


INSURANCE COMPANY 


J. A. MUNRO 
90 JOHN STREET 
NEW YORK 38, NEW YORK 
WHITEHALL 3-9484 





OTIS CLARK & CO. 
Reinswrance 
TY 01 OS 04 WY BAS 3 

« 
TREATY 
a 
| Dp. @ OF DR 
2 
206 SANSOME ST. 


SAN FRANCISCO 4 
PHONE EXBROOK 2-S168S 








































































































HeNATIONAL UNDERWRITER 


Pays Half Million 
Individual Accident 
Claim After Air Crash 


Continental Casualty has paid $500,- 
000—the largest settlement ever paid 
under its individual travel accident 
coverage—to the estate of Harvey 
Schwamm, late president of American 
Trust Co. of New York, who died in the 
crash on Nantucket last month of 
a Northeastern Airlines plane. 

Mr. Schwamm was insured under 
Continental’s “year-around passenger 
accident” policy which carried the 
highest limit offered by an American 
insurer on an individual. 


Lengthy Agenda For 
NAIC Zone 4 Parley 


The agenda for the meeting of Zone 
4, of National Assn. of Insurance Com- 
missioners Sept. 30-Oct. 1 at Minneap- 
olis has been announced by A. J. Jen- 
sen of North Dakota, the chairman. 

The deputies, actuaries, and chief 
examiners at their sessions will take 
up seven items—installment premium 
payment plans, uninsured motorists 
coverage, schedule O in the life blank, 
homeowners and CDP, association ex- 
amination reports, facsimile signatures, 
and committee reports on retaliation 
through special taxes and examination 
of claims. 

Automobile insurance will come in 
for some discussion on the score of 
rate classifications for drivers over 
age 65, uniform procedure for change 
of rate classification during a policy 
term, use of restricted coverage en- 
dorsements, justification for optional 
or permissive use of schedule rating 
plans in addition to fleet discount and 
experience rating modification, option- 
al use of rate modification result- 
ing from savings and expense in addi- 
tion to fleet experience, and the use 
of total limit experience in rate revi- 
sion. 

The accident and health discussion 
will include cancellation and exclusion 
of coverage by rider on individual pol- 
icies, a review of the policy experience 
exhibit in the annual statement, and 
of the credit life and credit A&H ex- 
hibit, a discussion of whether it can 
be determined if rates are reasonable 
or unfairly discriminatory without a 
statistical plan for the collection of 
basis underwriting experience, and 
discussion of the changed loss ratio 
on dread diseases policies. 

Fire raters will take up the antici- 
pated new homeowners filings, mul- 
tiple peril filings in general of both 
independents and rating organizations, 
discussion of the jurisdiction of in- 
dividual states in its own review of 
filings which contemplates country- 
wide underwriting experience, and dis- 
cussion of what effect should be given 
to individual company or aggregate 
expense indication with respect to 
kinds of insurance, classes of risk 
within a kind, and regulated and un- 
regulated classes. 


S. C. Agents’ Card Set 


The program of the annual conven- 
tion of South Carolina Assn. of Insur- 
ance Agents at the Francis Marion 
hotel, Charleston, Oct. 28-29, has been 
completed. Principal speakers include: 
Paul H. Jones, of Tucson, chairman of 
NAIA commission committee, who 
will bring a message from that organi- 
zation; David Schenck, Greensboro, 
who will discuss problems of agency 
expansion; James F. White, Maryland 
Casualty, who will outline practical 
local advertising for the agent, and 
Oscar Beling, Royal-Globe. 








Today's 


protection & ES 


UNDERWRITER 


AQION! 


In the world of today, ., PAYROLL AUDITOR 


insurance calls for action! 

Sell Employers Mutual for 

the ACTION PLUS that pays: 

Immediate company action on 

modern policies, underwriting Bonds, Fire, Marine and 
‘problems, and claims . . . Casualty — including | 


risk-improving action by Workmen's *Compensation 
our safety engineers. 






F .] 
A NATIONAL INSTITUTION 


MUTUAL CASUACTY COMPANY 
DES MOINES 7, IOWA 


<a 
American Agency System 100% .. . Assets Over $44 Million 











; 


GET ADDED 
PREMIUM DOLLARS 
through 


Ip ( 
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Insurance-to-Value 
THE 
QUICK-AND-EASY 
WAY! 


In telling clients they are underinsured (and today, most are 

. just that!), producers can't be vague about the limits that 
should be carried. A specific figure is better than reams of 
general facts and figures on underinsurance. 


Too time-consuming to get? Not at all! 


Simply look at the Sanborn Map and multiply the square foot 
area by the current local replacement cost for that type of con- 
struction. It's — a matter of a few minutes at most. Then phone, 
write or personally call. 


You do both clients and companies a favor by obtaining Insur- 
ance-to-Value — and you add materially to your average 
premium per policy! 
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Michigan Company Deviations Are Listed 


(CONTINUED FROM PAGE 19) 


rates except homeowners. 

Hamilton Mutual: 15% reduced 
rates; five year homeowners term; 
broadened homeowners theft. 

Harford Mutual: 15% reduced rates, 
including CDP. 

Hartford Fire: BI consequential loss 
beet spoilage; livestock at sales, auc- 
tions, etc.; collapse. 

Hawkeye-Security: Deviated term 
rule on homeowners and CDP. 





INDEPEN 





Home: Weekly premium industrial 
fire coverage, writings confined to 
risks not able to meet initial minimum 
premium requirements. 

Home Mutual: 15% reduced rates; 
deviated ML reporting Form A. 

Implement Dealers Mutual: 15% 
reduced rates. 

North America: Independent dwell- 
ing forms and rates (identical to bur- 
eau); collapse; special coverage en- 


DIRECTORY OF RESPONSIBLE 


dorsement (all risk); extended 
replacement cost; legal liability; de- 
preciation; public utility contractor 
risks; multiple peril errors and omis- 
sions; modified homeowners rating 
schedule. 

International: 30% reduced rates; 
writings confined to property of 
Seventh Day Adventist Church. 

Iowa Hardware Mutual: 15% 
reduced rates. 

Jewelers Mutual: 30% reduced rates; 
restricted jewelers block. 

Kansas City F.&M.: Deductible plan; 
contents replacement cost. 





DENT ADJUSTERSs 





FLORIDA 
“RAYMOND N. POSTON, INC.| 


159 S.W. 8th St. Miami, Fla. 
BRANCHES 
*T3 FT. LAUDERDALE 
52144 S. Andrews Ave. 
PALM BEACH AREA 
16 North L Street Lake Worth 


WEST 
415 Fleming St. 


ST. PETERSBURG 
486 ist Ave. 


ILLINOIS 














INDIANA 
JOHN H. HUNT & CO., INC. 


Chicago Office—330 S. Wells St., HA 7-0830 
Serving Northern Illinois and N. W. Indiana 
Branch Offices 
GARY, TUrmer 2-9338 WAUKEGAN, DElta 6-8822 
ELMHURST, TErrace 4-9480 JOLIET, Joliet 2-5634 
24 HOUR SERVICE 
NIGHT PHONE: ORchard 5-3594 











IOWA-ILLINOIS 





E. S$. GARD & CO. 
Adjusters 
CHICAGOLAND CASUALTY CLAIMS 
zx kwekwkre 


175 W. Jackson Blvd., WAbash 2-8880 


ILLINOIS-IOWA CLAIM SERVICE 
Winter & O'Toole 


Rock Island, Illinois 
Burlington, la.—719 F & M Bank Bidg. 
Davenport, !a.—612 Kahl Bidg. 








Fire and Casualty—All Lines 








J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 
Adjusters All Lines 

s Phone HArrison 7-3230 
175 W. Jackson Blvd., Chicago 4 








ASSOCIATED CLAIM SERVICE, INC. 


John S. Tasch, President 
ADJUSTERS 
For the Companies and Self- 


Insurers only 
222 W. Adams Street Phone DE 2-5456 








JOHN H. HUNT & CO., INC. 


Chicago Office—330 S. Wells St., HA 7-0830 
Serving Northern Illinois and N. W. Indiana 


Branch Offices 
WAUKEGAN, DElta 6-8822 GARY, TUrner 2-9338 
ELMHURST, TErrace 4-9480 JOLIET, Joliet 2-5634 


24 HOUR SERVICE 
NIGHT PHONE: ORchard 5-3594 








R. L. LYNCH AND COMPANY 
Fire and Casualty—All Lines 


H. O.—Springfield, Illinois 


Illinois Branch Offices 
Alton - Belleville - Decatur 
Jacksonville - Peoria 











LIVINGSTONE 
ADJUSTMENT SERVICE 


619 E. Capitol Ave., Springfield, Illinois 
Branch Offices: Decatur - Mattoon 
Mt. Vernon - Belleville - Quincy 
Covering Central and Southern Illinois 
All Lines of Fire & Casualty 





KENTUCKY 





McGUIRE ADJUSTMENT CO. 
REPUBLIC BLDG. LOUISVILLE 2, KY. 
Staffed by experienced personnel for prompt and 
courteous service in adjusting Casualty, Fire and 
allied lines of insurance claims, within radius 
of 75 miles. 








PH. JUniper 4-6764 Night—MElrose 6-3771 





NEVADA 





R. L. GRESHAM & CO. 


Multiple Line Adjusters 
321 North 5th Street Las Vegas, Nev. 
Servicing 
Beatty and Pioche, Nevada 
St. George and Cedar City, Utah 
Needles and Baker, California 











NEW YORK 





In the Insurance Industry 


WORK means SERVICE 


Ralph A. Work, Inc. 
General Adjusters for the Companies 
17 John St., New York 38 WO 2-1810 
24-HOUR SERVICE - Residence Phone RA 9-2966 














O. R. BALL, INC. 


Fire - Inland Marine 


Allied Lines 
1544 Hanna Building 
Cleveland 15, Ohio 
Phone SUperior 1-7850 
Night Phones: MOntrose 3-7664 
Florida 1-5095 








OHIO (Cont.) 





THOMAS D. GEMERCHAK 
Insurance Adjusters 
All Lines 


416 Citizens Bldg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 - Res. Fa. 1-9442 








R. S. LANDEN ADJUSTMENT CO. 
<LiF> —Svite 410 - 83 So. High St. 


Soak 
Phone CApital 8-2447 
Columbus 15, Ohio 
ALL LINES 











COHAN INSURANCE ADJMT. CO. 


Phil W. Cohan Tom L. Stinchcomb 
Auto - Casualty - Fire - Inland Marine 
Cargo - Yacht and Aircraft Surveyors 

713 Citizens Bidg. Cleveland 14 


Tel. MA 1-4840 
Night Phones—AC 1-8178 & BE 4-5792 








LOVELL-PASCOE, INC. 


ADJUSTERS & SURVEYORS 
815 Erieside Cleveland 14, Ohio 
Tel. SU 1-2092 
Canton Branch: 

820 Peoples Merchants Bank Bldg. 
Tel. GL 2-7674 
Elyria Branch: 313 Elyria Block 








OKLAHOMA 





C. R. WACKENHUTH AND SON 


— ADJUSTERS FOR THE 
“y= ~—s COMPANIES—ALL LINES 


301 Mid-Continent Bidg. 
Tulsa, Oklahoma 
Phones LU 2-5460 
anv GI 7-3850 








H. BRUCE WELCH & ASSOC. 


Multiple Line Adjusters and Investigators 
536 So. West 29th Street 
Oklahoma City 9, Oklahoma 
MElrose 4-1408-09-00 
H. Bruce Welch, Manager 
S. M. D. Clark, Fire Manager 
BiN Pruegert & Jess Horn, Casualty Adjusters 
Servicing a 200 mile radius. 





UTAH-IDAHO 








INSOBANCE ABJOSTERS 


428 So. Main, Salt Lake City, Utah 
First Security Bank Bldg., Pocatello, Idaho 
258 W. Broadway, Idaho Falls, Idaho 





TORONTO-CANADA 





fe CHICAGO SUBURBAN 

CLAIMS SERVICE 

Adjusters 
STate 2-4803 

100 N. La Salle St. Chicago 2, Ill. 














D. J. SCOTT & SON 
302 Home Savings & Loan Bidg. 
Youngstown 3, Ohio 
Phone Riverside 6-4661 
Night: SKyline 8-5425 and SKyline 8-3978 
FIRE & ALLIED LINES 
36 Years Experience 24 Heur Service 















ADAMSON, LTD. 


Established 1894 
Fire - Inland Marine - Casuaity 
and AUTO ADJUSTERS 
10 Lines to serve you. 
i i 
Ow" for tant oMicient service. 
Phone: EMpi '-6223 
9 Wellington St., East as Toronto 1 
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Liberty Mutual: Deductible play. State 
depreciation coverage. > reduced 
London: Deductible plan. renewal 
Lumbermens Mutual Casualty: De. State 
ductible plan. for cert 


Lumbermens Mutual: Independent ag 
forms and rating schedule for lumber. policy. 
yards and wood workers; repl 
cost. Piacement | dent at 

Lumbermens Alliance: Independent 
forms and rating schedule for lumber "5 © 
risks; Commercial property Policy Wayt 
using independent fire rating schedule. standar 

Manitowoc Mutual: 15% reduced special 
rates: 25% off 49D and 49E in special ductibl 


package. Wolv 
Manufacturers Casualty: “Packe» 200Ut ‘ 
personal property policy. pi 
Market Mens Mutual: 15% reduc 15% Te 
rates. . ed | Wood 


Mayflower: Broadened theft on cpp.| T'€* § 
Meridian Mutual: 15% reduced | fm™Sé 
rates, except farm; 10% off farm, | 
Michigan Millers Mutual: All risk Pro 
endorsements for drive-in theatre | 
contents ; deductible plan. A 
Mid-Century: 11.2% reduced rates; ni 
$2 policy fee. | 
Motorists Mutual: 10% reduced | Cavana 





rates. Kennet 
Mutual Service Casualty: 20% re-| agent; 
duced rates. Cavana 
National Fire-Transcontinental:| Bowlin 
Multiple peril contractors form; mer-| “The 
chants protection policy. Insura! 
National Mutual: 15% reduced! bald, 
rates. Univer 
Nationwide Mutual: 10% reduced| Rodda, 
rates. | surance 
New York Central Mutual: 20% re-| Pither, 
duced rates. surplus 
Northwestern Mutual: All risk en- panelis 
dorsement for bailees’ customers, in-| “API 
cluding furniture and fixtures. monly 
Pacific National-Paramount: Devi-, Mount 
ated errors and omissions. Kerste! 


Patrons Mutual (Adrian): 20% re-| & Co. 
duced rates; independent farm forms} Beck, | 
and rates. manag 

Pioneer Co-Op: 20% reduced rates,| Thoma 

Pioneer Mutual (Lansing): 15% re-| tado § 
duced rates. | secreta 

Planet-Standard Accident: Fire legal | ment, 
liability; extension bailees’ customers, “Dis 
to cover personal property. | ern Cé 

Retail Lumbermens Inter-Insurance | Stanle 
Exchange: Minimum rate of .70 on| Howat 
lumber risks; replacement cost cover-| lsura 
age; profits insurance. E. Mai 

St. Paul F.&M.-Mercury: Food) Libert 
freezer contents; special all risks Frank 
dwelling. land, 

Selective: 15% reduced rates except) @genc} 
homeowners; deductible. 

Sheboygan Falls Mutual: 15% re- 
duced rates. 

Shelby Mutual: 15% reduced rates. 

South Carolina: Independent filing 
for standing timber and tree farms. 

State Auto Mutual: 15% reduced 
rates. 





Will 
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B. & R. EXCES¢ 


CORPORATION 


EXCESs BROKERS 





Surplus Line 

Excess Limits 

Ocean Marine 

Errors and Omissions 
Reinsurance (Facultative 


& Treaties) Lark 
26 Court St., Brooklyn, N. Y.}; _ Rel 
MAin 4—4976-7-8 Welct 
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State Farm Fire & Casualty: 15% 
reduced rates except homeowners; 
renewal certificate. 

State Mutual (Flint): 15% reduction 
for certain classes. ; 

United Fire: Weekly industrial fire 
policy. : 

Universal Underwriters: Indepen- 
dent auto dealers BI form and rates. 

Warner Reciprocal: 15% reduced 
rates except heavy metalworkers. 

Wayne Mutual Fire: Writing sub- 
standard risks at three times bureau; 
special occupancy clause; special de- 
ductible clause. 

Wolverine: Special motel policy, 
about 20% reduced package rate. 

Wolverine Mutual Fire (Dowagiac): 
15% reduced rates. 

Woodland Mutual: 20% reduced 
rates, except farm; independent farm 
forms and rates. 





Program Ready For 
Annual CPCU Rally 


(CONTINUED FROM PAGE 2) 
Cavanaugh agency, Toledo, moderator; 
Kenneth T. Crothers, Maumee, O., 
agent; Frank L. Oakes Jr. of Picton- 
Cavanaugh, and Kenneth H. Harger, 
Bowling Green, O., agent, panelists. 

“The Place of Self-Insurance in the 
Insurance Business,” Henry E. Theo- 
bald, assistant dean, Northwestern 
University school of business, William 
Rodda, secretary, Transportation In- 
surance Rating Bureau, and Allan 
Pither, superintendent, excess and 
surplus division, Continental Casualty, 
panelists. 

“Application of Insurance to Com- 
monly Used Lease Agreements,” Rocky 
Mountain chapter project, William R. 
Kersten, vice-president, Van Schaack 
& Co., Denver, moderator; L. Allen 


| Beck, Denver, agent; Henry A. Furlong, 


manager North America, Denver; 
Thomas C. Fischer, Ike agency, Colo- 
rado Springs, and William B. Kelly, 
secretary-treasurer, Steel City Invest- 
ment, Pueblo, panelists. 

‘Distribution of a Product,” North- 
ern California chapter project, Claude 
Stanley of Marsh & McLennan; 
Howard L. Martin, dean, school of 


| insurance, Golden Gate College; James 


E. Mansfield, supervising underwriter, 


| Liberty Mutual, all of San Francisco; 


Frank B. Orr, of Polton & Orr, Oak- 
land, and Harold C. King, Stockton, 


| agency, panelists. 


Pinkney Joins Agricultural 


William Pinkney III has joined 
Agricultural as casualty underwriting 
manager. He was 
most recently with 
Securit y-Con- 
necticut as mana- 
ger of countrywide 
automobile oper- 
ations. Prior to 
that he had been 
at Buffalo as su- 
pervisor of casu- 
alty operations for 
National Surety 
and then as man- 
ager of the casu- 


alty department of 
Crum & Forster there. 


William Pinkney 1! 


Larkin And Welch In Ill. 


Reliance has appointed F. Howard 
Larkin state agent and Walter A. 
Welch special agent for Cook county, 

Mr. Larkin was formerly with 
ty at Chicago. Mr. Welch has 
€n a staff adjuster for Reliance. 


HteNATIONAL UNDERWRITER 


Buck Va. Agents 
On Auto Rate Appeals 


The state corporation commission 
of Virginia has questioned the right 
of Virginia Assn. of Insurance Agents 
to appeal to the state supreme court 
on two decisions by the commission 
on automobile liability and physical 
damage rates. The appeal concerns 
the decrease from 25% to 20% in the 
acquisition cost factor which was 
effective when liability rates went up 
10% in July and when six points of a 
6.12 PHD rate rise was rescinded in 
August. 

Commissioner Jesse W. Dillon stated 
that agents have no right to take the 
appeal because the order appealed 
from does not adjudicate any of their 
rights. If an association of agents is 
entitled to appeal an order fixing 
insurance premiums, any employe of 
a public utility is entitled to appeal 
an order fixing rates in public utility 
schedules, he held. 

Insurance companies must have 
adequate rates to meet rapidly in- 
creasing loss costs, his opinion con- 
tinued, but the fact that higher pre- 


mium rates are approved does not 
mean the commission cannot scrutinize 
the expenses of the companies and dis- 
approve an increase in expense allow- 
ance when such is not justified. 


If the appeal against the commis- 


sion orders is successful, Mr. Dillon 
said, the public would have to pay 
higher premiums, but the final judg- 
ment would not, and could not, require 
the companies to pay higher commis- 
sions to agents. 
largely comprise the acquisition cost 
factor which has been reduced. 


These commissions 


Cal. Agents Not Trying To 
Justify Specific Amount 


In the Sept. 12 issue, in the story 
presenting the reasons given by Cali- 


fornia Assn. of Insurance Agents for 


planning to undertake an anti-trust 


suit against the insurers because of 
the alleged action of the companies in 
concert to reduce commissions, there 


is a typographical error. On page 34, 
in the next to the last paragraph, the 


statement is made “We are attempting 
to justify a particular level of com- 


mission.” What the California agents 





35 


said was: “We are not attempting to 
justify a particular level of commis- 
sion.” 


O’Connor To Account 
Post At A. E. Strudwick 


Roy F. O’Connor, former assistant 
secretary of General Re, has joined A. 
E. Strudwick Co., 
Minneapolis rein- 
surance brokers, 
as an account ex- 
ecutive. He will 
service accounts 
throughout the 
country, chiefly in 
the inidwest, with 
headquarters in 
Minneapolis. . 

Mr. O’Connor 
was chief examin- 
er with New York 
compensation ra- 
ting board until 1938, going then to the 
old Excess as secretary until 1953, 
when he joined General Re at Kansas 
City. He has been in insurance for 30 
years. 


Roy F. O’Connor 
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208 SOUTH LaSALLE ST, 


LONG HAUL TRUCKS e 


UNUSUAL OR 
HAZARDOUS 


No, we don’t insure 
Swiss mountain climbers-but 
we do have the finest cover- 
age you can get on these 
items, to name just a few: 


BUSSES 





PRODUCTS ° 


GENERAL LIABILITY 





BUTANE ° 


TAXICABS 


ANHYDROUS AMMONIA 





ity. Contact any of our 
information. 


* P.O. BOX 1708 * PHONE 3-4561 °- 




















ALBUQUERQUE, NEW MEXICO 
303 8th Street, N.W. 


ATLANTA, GEORGIA 
70 Fairlie Street, N.W. 


CHICAGO, ILLINOIS 
208 South LaSalle Street 


DALLAS, TEXAS 
2506 Cedar Springs Ave. 


_ Real oSe aR RRR es 
asenieesinbiteiimtmememmmeeneememetaiamn 


CONTACT THE OFFICE NEAREST YOU 


DENVER, COLORADO 
904 Gas & Electric Bidg. 


LOS ANGELES, CALIFORNIA 
2412 West 7th Street 


LOUISVILLE, KENTUCKY 
444 South Third Street 


Our automatic treaties combine, on a quota share 
basis, American Stock Companies and Lloyds, 
London providing maximum strength and secur- 


ten offices for quick 
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HOMER BRAY SERVICE, INC. 


303 EIGHTH ST. N.W. ALBUQUERQUE, NEW MEXICO 


COMPANY 


CHICAGO 3, ILLINOIS 











OKLAHOMA CITY, OKLAHOMA 
534 Commerce Exchange Bldg. 


ST. LOUIS, MISSOURI 
111 North 4th Street 


SALT LAKE CITY, UTAH 
1315 Continental Bank Bidg. 
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Insurance Company of North America 


ARE YOU 


AN AGENT 
WITH A 
FUTURE? 


With INA, your target is BIG. Fire-Marine-Casualty-Life facilities give 
you all the ammunition you need for one-stop insurance selling. And 
Service Offices stand behind you everywhere. Fifty-one in this country. 


Forty more overseas. You can’t miss. Ask your INA Fieldman for full details. 


GROW WITH THE COMPANY WITH A FUTURE 


ina 


INSURANCE BY NORTH AMERICA 


: Indemnity Insurance Company of North America . Life Insurance Company of North America 





Philadelphia 
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